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“YANKEE” TOOLS 


Make Better Mechanics 


nae Master Tools for Master Mechanics is a big job. We therefore point with 


pride to the fact that we have been able to keep abreast of the times for many years. 








“YANKEE” TOOLS are made to meet the demands of the most discriminating and expert 
artisans yet they are simple enough in construction to allow the amateur to work with 
them with ease. 

Above we illustrate our “YANKEE” Quick Return SCREW DRIVERS, one of our many 
The No. 130 is the medium size for general work. The No. 131 is the heavy pattern 
The No. 135 is the small size which is 
This line is repre- 


lines. 
for house carpentering and all heavy screwdriving. 
excellent for use on electrical work and for all small screwdriving. 
sented by these three sizes. There is a spring in the handle which drives it back quickly 
for the next push. This style of screw driver is also unequalled for overhead work as the 
spring keeps the bit in position. 
You should handle “YANKEE” TOOLS. There is always a big demand for them as they 
are nationally advertised and each sale nets the dealer a good profit. 

We have a book called ‘“‘“‘Y ANKEE’ Tool Book’’ that tells interesting 

things about up-to-date trols. Write today for some copies of this 


book to give to your customers. Ask for our latest catalog also. 


Your Jobber Can Suprly Yeu 


NORTH BROTHERS MANUFACTURING COMPANY 


PHILADELPHIA, PA. 














Published Weekly. Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1878 
ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, Pages 46 and 47 
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UUM 


: “QUICK COMFORT” OIL HEATERS 


are ready for shipment now 


HUUUUAUUANEAN ENA NNA TAA UHHH TUSTIN 


If you have not placed your order for fall Aine do so at once 


“QUICK COMFORT” 
OIL HEATERS 


have reinforced fount bottoms, 
use extra heavy wicks which 
cannot stick and the two piece 
smokeless device insures an ex- 
tremely hot flame. 








For more particulars write to 
QUICK MEAL STOVE CO. 
DIVISION of AMERICAN STOVE CO. 
825 Chouteau Ave. ST. LOUIS 
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“One Thousand Fur- 
naces is a pretty good 
sales record” 


Cne of our dealers before the 
end of this year, will have sold 
1000 Mahoning Furnaces in a 
single city territory. Not bad, 
you'll sav, for one dealer. And 
the big part of it is this dealer wouldn't 
sell his Mahoning Agency for the profits 
on a good many thousand furnaces. 


Good Territory Still Open 


The Mahoning is the furnace that is 
sold from coast to coast. We still have 
some mighty good territory open 

for progressive dealers. 


A letter will secure our literature 
and complete agency details. 


The Mahoning Foundry Co. 


622 Poland Ave., Youngstown, Ohio 


We maintain Eastern and Western warehouses for 
the convenience of the trade. 
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There is a seeming contradiction between 
individualism and cooperation. It was the 
great Abraham Lincoln who 

Successand said: “Success does not de- 
Self-Reliance. pend so much upon external 

help as on self-reliance.” Yet 
self-reliance is.as weak as a rope of sand 
which crumbles at the touch, if it is not 
coordinated with reliance on others. We all 
need external help. We can not be clothed 
or housed or educated without external help. 

Self-reliance does not mean self-sufficien- 
cy. It signifies self-confidence in the use of 
external help. In other words, success de- 
pends upon the degree and extent to which 
we make use of external helps. To be self- 
reliant is to study such helps and pick out 
that which is most suited to our needs. 

No two men make the same use of the 
same material. The self-reliant man is the 
one who is not satisfied simply with taking 
the external helps but who also coordinates 
such helps with his own thought and effort. 
In this sense self-reliance is the instrument 


of success. 


© ¢ © 


The advantage of interior store displays 

and show tables in multiplying sales is not 
as well appreciated as it ought 

to be. The foremost problem 

of merchandising is rapidity of 
turnover. If you have goods 
hidden away or so placed that they do not 
easily come within the range of vision of the 
people who enter your store, demand for 
them is not likely to be as great as if they 
. were so placed as to attract attention. 

Often you will find a line that is not mov- 
ing as fast as it ought to move. By putting 
such goods on display in some prominent 
part of your store the people who enter will 
see them and have an opportunity to exam- 
ine them at close range. — 


Speeding 


Turnover. 


You or your clerks will be able to direct 
the notice of the customers to such goods in 
the most effective manner. It is a much 
more successful way to sell things to be in 
a position to say to the buyer: “These ham- 
mers are specially priced today. Just take 
this one in your hand. Notice how well-bal- 
anced it is. The head is made of crucible 
steel, etc.”’, than to be obliged to say: “We 
have some mighty good hammers in our 
basement storeroom that I would like to 
show you.” 

Change the interior displays of your stores 
as often as you find the rate of turnover 
slackening. Thus you will be able to speed 
sales and at the same time give better service 
—which means a strengthening of the repu- 
tation of your store. 

o ¢ ¢ © @ 
trade is still 


According to Bradstreet’s, 


highly irregular, with widely varying de- 
grees of activity, or the reverse 

Trendof thereof, revealed as different 
Business. lines are considered. On bal- 


ance, however, there is a little 
more to be said on the cheerful side of things, 
and although doubt and uncertainty rule in 
many lines, particularly as regards prices, 
there are evidences that some readjustments 
have been fairly completed, while others ap- 
parently are only beginning. 

Generally speaking, as for some time past, 
the apparel trades so called, are at the pole 
of depression, while the metal trades, espe- 
cially iron, and steel, hardware, paper, coal 
and coke are at the opposite pole of activity 
and strength of prices. 

On the favorable side of the week's hap- 
penings are to be noted good crop reports, a 
turn for the better in trade distribution by 
jobbers in the Southwest, where excellent 
crops have been gathered or are in prospect. 

A slight broadening of demand for raw 
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wool, the starting of operations in sample 
departments of some woolen mills, reports 
that cut-price sales are steadily - reducing 
stocks in final distributors’ hands, a slowing 
down in demand in some lines of steel, offset 
by increased buying in orders, a reduction 
of the congestion in railway yards and ter- 
minals are also noted. 

A more reassuring view is taken conse- 
quently as to future fuel supplies, a mainte- 
nance of gains in clearings over a year ago 
outside of the big cities, revival of export 
interest in wheat and the holding down 
within moderate limits of the weekly failure 
grist. 

© © ¢ 

Don’t be too aggressive. The “sell ‘em 
hard” salesman may make a big hit at ban- 
quets where they spread chili 


Too Much powder an inch thick on their 
Ginger Is_ pork chops. But his brusque 
Not Good. and speedy manners are likely 


to offend the average slow-go- 
ing citizen who dislikes being jolted out of 
his daily pace. Too much ginger is not good 
in cakes or preserves. It causes unpleasant 
reactions of the palate. So, likewise, too 
much of the vaunted “pep” is bad for sales- 
manship. The quiet, alert frame of mind, 
serene rather than tense and snappy, gets 
better results. The “sell °em hard” salesman 
tries to upset the poise of the prospective 
customer by a rush of arguments. A quietly 
efficient salesman does not argue. He illus- 
trates. His voice is modulated, never strident. 
Ginger and “pep” and other piquant condi- 
ments of salesmanship are good and desirable 
in right proportion. 
ooo ¢ 
Erase your mistakes. You probably heard 
a hundred times or more the old saying that 
all people make mistakes; that’s 
the reason why erasers are put 
on lead pencils. If you blunder 
in buying goods that have no 
reputation, don’t waste valuabe brain tissue 
in worrying about your error. You can get 
rid of such commodities by some special sale. 
The good name of your store in such circum- 
stances is more important than a profit which 
you might make from selling inferior articles. 
Dispose of them at a figure which will 
cover your costs. The next time that a glib 
salesman comes to your store and tries to 


Erase the 
Mistakes. 
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unload another lot of hardware that bears 
no standard trade-mark, tell him politely but 
firmly to go where the woodbine twineth. 

Thus will you thoroughly erase your for- 
mer mistake. The most valuable thing which 
you possess as a retailer is not the stock on 
your shelves or the money in your bank. It 
is the confidence of your customers. 

That confidence is, in reality, the source 
of all your gain. If the people do not believe 
in your store, if they do not trust you to sell 
them dependable commodities, they will go 
elsewhere. 

Dust and cobwebs will take their place. 
For the sake of an apparent advantage, do 
not allow yourself to be persuaded to put on 
your shelves goods which have no lasting 
merit. 

Customers who buy articles from you— 
which give them service and satisfaction— 
will come back. The biggest mistake that 
you can make is to handle materials which 
neither serve nor satisfy. If you have made 
that mistake, erase it as quickly as possible. 

o ¢ ¢ © ¢ 
The founders of our republic had in mind 


the most important thing in life when they 
devised a constitution giving 


Cultivate freedom for pursuit of happi- 
Happiness ness. If you do not get happi- 
ness out of your hardware 


store or tinshop, you might as well be behind 
penitentiary bars. By cultivating happiness 
you become a good American, a kind neigh- 
bor, and a successful man of business. Keep 
the storage batteries of your heart fully 
charged with gladness and cheer. Instinct- 
ively, people will come to you and deal with 
you because we all like to associate with 


pleasant folk. 
o¢¢ © © 


In the olden days there was the narrow 
choice for a young man between books and 


bottles. Gentlemen of the 
Books or = jejsure class became either stu- 
Bottles = gents or drunkards. With mod- 


ifications, the same holds true 
today. The retailer is either a merchant or a 
shopkeeper, according as he studies or fails 
to study books and trade journals dealing 
with his business. Knowledge is profit. It 
is the power which rings the bell of the cash 
register. The world moves. Only the man 
who thinks and plans keeps pace with it. 
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Random Notes and Sketches 


By Sidney Arnold 





I am indebted to my friend M. B. Armstrong of 
Thomas and Armstrong, London, Ohio; for the sub- 
joined story: 

“IT want to have a tooth drawn,’ announced the 
small boy with the steel gray eye, “and I want gas.” 

“You're too young to have gas, my little man,” said 
the dentist. ‘Besides, I’m sure you aren’t afraid of 
being hurt. Sit still and be a man.” 

“Tt isn’t that at all,” said the boy, “but I’m afraid I 
shall not be able to help giving a bit of a squeal when 
it comes out.” 

“Well, that won’t matter at all,” said the dentist. 
“I’m sure I shall not mind.” 

“No, but I shall. Look out of that window.” 

The dentist looked and saw a lot of grinning lads 
standing under the window. 

“They're all the kids I’ve fought and whacked,” 
said the customer, “and they’ve come to hear me 
holler.” 

ok ok ok 

Most of us are inclined to exaggerate difficulties, 
says my friend, William D. Biggers of the Continental 
Company, Detroit, Michigan. When we come to 
actual grips with the difficulty, we 
generally find that it is not nearly 
so hard as we imagined it to be. 





He illustrates the idea with this 
story: 
Near the entrance of the Na- 


tional Bank building a colored man 
hesitated in front of the office di- 
rectory and carefully scanned the 
list of names. 

“Can I do anything for you, 
uncle?” asked a thoughtful young man who stood 
near the spot. 

“Ahm lookin’ foah a good attorney,” 
plained. 

“Well, you'll be safe in taking almost any on the 
list.” 

“But Ah wants a fus’ class man.” 

“Well, why not go to Umson?” 

“Is he fus’ class?” 





the man ex- 


“Best there is.” 

“Well, Ah’ll go to see him, ‘cause my case am im- 
pohtant.” 

“What’s the trouble?” 

“Ah thinks Ah kin git a divo’ce fum my wife, 
‘cause Ah jes’ heard she went and got married again.” 


ok ok 


Unless you have facial paralysis, you will laugh 
with me over this joke sent me by my friend, Fred 
I.. Nesbit, of Standard Furnace and Supply Com- 
pany, Omaha, Nebraska. 

Pat was playing poker with a party of men he was 
not sure of. As he lost persistently he began to sus- 
pect cheating. 

Presently he saw one of the party—a little fellow 


put a card up his sleeve. Instantly 





with one eye 
Pat jumped up. 
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“Gentlemen,” he exclaimed, “there’s one of ye cheat- 
ing. Not wishing to cause animosity among the com- 
pany, I will not mention his name, but if he cheats 
again I’ll knock his other eye out.” 

* * 

Always I enjoy the quaint, unconscious humor of 
the old-fashioned darkey. That’s why I owe thanks 
for the following story to my friend Max L. Baugh 
of Galva, Illinois, Secretary of the Traveling Sales- 
men’s Auxiliary to the Illinois Sheet Metal Contrac- 
tors’ Association: 

Old Dwight walked down the main street of the 
village one morning, dressed in his best suit, with a 
large buttonhole bouquet, and cotton gloves on his 
hands. 

“Why, Dwight,” said the postman, “are you taking 
a holiday ?” 

“Dish yere am mah_ golden 
sallybratin’ hit.”’ 

“But your wife,” said the postman, “is working as 
usual. I saw her at the tub as I passed the house.” 

“Her?” said Dwight angrily. “She ain’t got nothin’ 
She’s mah fou’th.” 

* * * 


weddin’, sah; Ah’m 


to do with hit. 


Like anything else, economy can be carried too far, 
declares my friend, Tom Gallavin of E. C. Stearns 
Company, Syracuse, New York. 

He tells a story of Mrs. Simpson, whose latest 
stunt of economy was to assemble her eight children 
—yes, she had eight—ranging from two to eleven, and 
ask them sweetly: 

“Now, who will have a penny and go to bed with- 
out supper?” 

Naturally most of the youngsters would accept the 
penny eagerly, and then in the morning, with her 
bright and cheery smile, she asked cheerily: 

“Now who will give mummy a penny for a nice 
breakfast ?” 


Most of the things in life are purely relative, re- 
marks my friend, Louis Kuehn of Milwaukee Cor- 
rugating Company, Milwaukee, Wisconsin. 

It never pays to make too sweeping a statement, he 
says. Some one will be sure to find exception to it, 
as in the case of the orator who was dealing in loud, 
mouth-filling platitudes: 

“Nothing that is false does anyone any good,” 
thundered the orator. 

“I've got false teeth,” said a voice in the back, 
“and they do me a mighty lot of good.” 


* * 


Gloomy thoughts are an obstacle to success—al- 
most a physical barrier in the way to prosperity. 
Cheerfulness, on the other hand, straightens the path- 
ways of life and makes smooth the road to happiness 
and good fortune. This is well expressed in the sub- 
joined verses by Carlotta Stearns: 

Smile and Be in the Winning. 

Smile, boys, an’ be in the winnin’, 

Frowns are the demons called care, 
Gloomy Thoughts are the parents of failure 

They never get one anywhere. 
So smile if your heart is breaking, 

Smile at failure, and of worries beware, 
Smile, boys, an’ be in the winnin’, 

Smiles are the death of care. 
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Up-to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 


National and Local Business Plans, Problems, and Practices. 





FAVOR GUARANTEED PRICES. 


The Federal Trade Commission has announced that 
a trade practice submittal on the subject of guarantee 
against decline in price has been fixed for October 5, 
at 11 o'clock a. m. at the Commission’s offices in Wash- 
ington. 

“Guarantee Against Decline in Price’? has been 
described as the practice of guaranteeing customers 
against the decline in the price of goods, purchased 
and not resold at the time of any subsequent decline 
in the pervailing market price of such goods; that is 
to say, a seller would guarantee to purchasers of his 
products that, in the event the market price of the 
goods thereafter declined, the seller would refund an 
amount of money equal to the difference between the 
purchase price of such goods as were undisposed of 
at the date of price decline, and the price to which 
the goods had declined. 

There are many variations involving various factors 
as to time limit of the guarantee; guarantee against 
own price; against a competitor’s price; against gen- 
eral market price, and so on. 

A “Trade Practice Submittal” it was explained by 
the Commission was a meeting of a whole industry, 
or group of industries, in the presence of the com- 
mission, to discuss the merits and demerits of busi- 
ness practices which have been generally complained 
of to the Commission, to the end that expert expres- 
sions of opinion by the industry as to the fairness or 
unfairness of various competitive methods be crystal- 
ized and recorded, the findings of the meetings being 
accepted by the Commission as the judgment of the 
trade as to a given practice. 

The question of guarantee against decline in price 
has been the subject of so many complaints lodged 
with the Commission and opinion seemed so diverse 
that questionnaires, to the number of two thousand, 
were therefore sent out inviting, generally, purchas- 
ers, manufacturers, merchants (wholesale and retail), 
and consumers, to set out their views, to the end that 
every party at interest be adequately represented, and 
that the Commission have the benefit of full state- 
ments with respect to the various phases of the ques- 
tion. 

Hundreds of replies to the questionnaires have 
been received and carefully digested. The result has 
been printed in pamphlet form. These replies which 
indicate the wide divergence of opinion on the sub- 
ject have been arranged by industries, and by firms, 
showing those favoring and those opposing guarantee 
against decline in price as a commercial practice. Cer- 
tain non-committal replies and those favoring the 
practice with reservations are set out in separate 
groups. Of the replies, digests of which are printed, 
about 250 favor the practice and 150 oppose it, while 
a large number give qualified opinions. 








A survey of the questionnaire answers show that 
more than 50 separate major lines of industry are 
represented. These include agricultural implements, 
automobiles and accessories, canning cotton and wool- 
en textiles, drugs, groceries, hardware, iron and steel, 
lumber, machinery and tools, oil and petroleum, 
paper, plumbing supplies, paints and varnishes, chem- 
icals and dyestuffs, coffees, teas and spices, electrical 
supplies, knit goods and hosiery, dry goods, manufac- 
tured foodstuffs, shoes and rubber goods, soaps, mill- 
ing and the construction industries. 





Gets United States Patent 
Rights for Stove. 


United States patent rights, under number 1,347,586, 
have been obtained by Leon Mitchell, Dorchester, Mas- 
sachusetts, for a stove described in the following: 

~— In a device of the class 
described; a kettle for fat pro- 
vided with a flat bottom having 
a central depression therein; a 
screen pivoted to a wall thereof 
slightly below the top thereof 
and below the upper surface of 
the fat contained therein; a 
frame in the open top of which 
said kettle is adapted to be po- 
sitioned ; a heating device with- 
in said frame beneath said ket- 
tle; and a drain pipe for said 
kettle. 





1,347,586. 

















Announces Tax Amendment 
Affecting Merchants. 


The Bureau of Internal Revenue has announced 
an amendment to Regulation 45 as follows: 

Article 1584. Inventories at market.——Market 
means the current bid price prevailing at the date of 
the inventory for the particular merchandise, and is 
applicable to goods purchased and on hand and to 
basic materials in goods in process of manufacture 
and in finished goods on hand, exclusive, however, of 
goods on hand or in process of manufacture for de- 
livery upon firm sales contracts at fixed prices entered 
into before the date of the inventory, which goods 
must be inventoried at cost. 

Where no open market quotations are available the 
taxpayer must use such evidence of a fair market 
price at the date or dates nearest the inventory as 
may be available to him, such as specific transactions 
in reasonable volume entered into in good faith, or 
compensation paid for cancellation of contracts for 
purchase commitments. 

The burden of proof will rest upon the taxpayer 
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in each case to satisfy the Commissioner of the cor- 
rectness of the prices adopted. 

It is recognized that in the latter part of 1918, by 
reason among other things of Governmental control 
not having been relinquished, conditions were ab- 
normal and in many commodities there was no such. 
scale of trading or to establish a free market. 

In such a case, when a market has been established 
during the succeeding year, a claim may be filed for 
any loss sustained in accordance with the provisions 
of section 214 (a) (12) or section 234 (a) (14) of 
the statute. 





Secures Patent for Combined 
Coal and Gas Range. 


Under number 1,348,078 United States patent rights 
have been granted to George F. Bibb, Troy, New York, 
for a combined coal and gas range, described here- 
with: 

The combi- 








coal and gas 
range, of an oven having a bottom plate therefor, the 
bottom plate of the range being spaced from the oven 
bottom plate so as to form a lower flue; a casing lo- 
cated between the two plates and forming the burner 
chamber ; openings in the two plates connecting with 
the burner chamber; a burner in the chamber; two 
sliding plates, one adapted to close the opening in 
the bottom plate of the oven and the other arranged 
to close the opening below the burner; and means of 
connecting the two plates so that they will be moved in 
unison. 





Lets Contract for Additions 
to Its Present Plant. 


A new factory, 55x92 feet and one-story factory 
addition, 200x230 feet, has been contracted for by the 
Walker and Pratt Manufacturing Company of Boston 
at Watertown, Massachusetts. The company manu- 
factures stoves. 





Pattern Manufacturers’ Hold 
Third Annual Convention. 


The Third Annual Convention of The National 
Association of Pattern Manufacturers was held at 
Hotel Waldorf, Toledo, Ohio, August 13th and 14th. 

The convention was called to order at 1 o'clock, 
p. m., by the President, Eugene F. Ball, Newark, 
Ohio. 

A very interesting program was followed Friday 
and Saturday and the convention adjourned Satur- 
day evening at five o'clock. 

The annual dinner or banquet was held at the To- 
ledo Yacht Club. Richard H. Waldo of the Inter 
Racial Council, presented the labor problem from a 
new angle which was very much appreciated by all 
delegates. 

Over 200 were present at the banquet. 

The officers chosen to administer the affairs of the 
association for the ensuing year are: 
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E. F. Batt, Newark, Ohio. 
VAUGHAN ReErp, Detroit, Mich. 

J. V. Brost, Cleveland, Ohio. 
E. O. Metvin, Columbus, Ohio. 
Ohio. 


President : 
Vice-Pres. : 
2nd Vice-Pres. : 
Sec. and Treas.: 
Trustees: A. E. ScnucHert, Cincinnati, 
J. H. Bripce, Toledo, Ohio. 
Wma. Netrtson, Boston, Massachusetts. 
The next convention will be held in Milwaukee, 
Wisconsin, during the month of August, 1921. 





Secures United States Patent 
for Combination Stove. 


United States patent rights, under number 1,348,709, 
have been procured by Charles M. Genthner, Reading; 
Pennsylvania, assignor to the Reading Stove Works, 
Orr, Painter and Company, Reading, Pennsylvania, a 
Corporation of Pennsylvania, for a combination-stove 
described in the following: 

The combination in a stove, of a 
pivoted burner structure, a valve 
controlling the flow of gas to the 
burner, a flame deflecting plate lo- 
"1.398 70g. | cated above the burner and means 

actuated by the valve for turning 
the burner and elevating the deflecting plate when gas 
is admitted to the burner. 











State Your Prices Plainly. 

Do you emphasize price in your displays and adver- 
tising ? 

Have you not many times found that a supposedly 
“cheaper” store was charging more for certain items 
than you were? 

Then do you not see how badly you are missing a 
great opportunity through your failure to name the 
price, emphatically, of all your goods? 





Gets United States Patent 
Right for a Heater. 


Under number 1,346,704, United States patent 
rights have been granted to Henry Fickersen, Brook- 
lyn, New York, for a heater described in the follow- 
ing: 

The combination with a heat- 
er, of a removable lining in the 
center conforming in shape to 
the shape of the casing of the 
heater and composed of heat in- 
sulating material, a metal frame 
secured to the lining, and a con- 
ical deflecting ring forming the 
upper end of the frame. 

The two features of the mov- 
able lining and conical deflecting 
ring give this heater advantages 
worth studying. The tendency 
nowadays in stove design and manufacture is toward 
simplicity of structure and operation. The heater for 
which this patent was granted appears to conform 
with modern requirements in this respect. 
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The Week’s Hardware Record 


What Retailers, Jobbers, and Manufacturers Are Doing. 
Latest Selling Methods. Experiences of Successful Men. 





PASSES LAW AGAINST BRIBERY. 


Commercial bribery and tipping are an injustice to 
all concerned. 

Trade associations can help wipe out these evil 
practices by advocating and helping promote the 
enactment of laws against bribery, such as that re- 
cently passed in Louisiana the main provisions of 
which are as follows: 

1. That it shall be unlawful for any person to 
give, offer, or promise to any agent, employe, servant, 
or to a member of his family, or to any one for his 
use or benefit, either directly or indirectly, any gratu- 
ity whatever, or any commission, discount, or bonus, 
without the knowledge and consent of the principal, 
employer, or master of such agent, employe, or serv- 
ant, with intent to influence his action in relation to 
his principal’s, employer’s or master’s business. 

2. That it shall be unlawful for an agent, em- 
ploye or servant, without the knowledge and consent 
of his principal, employer, or master, to request or 
accept, either directly or indirectly, a gift or gratuity, 
or a promise to make a gift, or do an act beneficial 
to himself, or any commission, discount or bonus 
under an agreement or with an understanding that 
he shall act in any particular manner to his princi- 
pal’s, employer's, or master’s business. 

3. That the same principle shall apply to agents. 
employes or servants authorized to contract for labor 
or service, and to persons, firms, and corporations 
contracting with agents, employes or servants for such 
labor or service. 

4. That no person may be excused from testifying 
or producing needed documentary evidence in any 
case under this law. 

5. That persons turning state’s evidence shall be 
given full immunity under the law. 

6. That those found guilty of violating the law 
shall be fined not less than $10 or more than $500, 
or imprisoned for not exceeding one year, or both.: 





Shows a Large Inc ease in 
Building Operations. 


Complete returns made to the United States Geo- 
loglical Survey, Department of the Interior, from the 
buildings increased from 210,538 to 362,811, or 72 


country show a large in- 


Much of this increase is due, of course, to the in- 
crease in the cost of labor and materials, but this does 
not cover all of it, for the number of permits for 
buildings increased from 210,638 to 362,811, or 72 
per cent. 

The average cost per permit or building increased 
from $2,042 in 1918 to $3,591 in 1919, and the aver- 
age cost of new construction increased from $3,309 
in 1918 to $5,088 in 1919. 





Bargains Hurt Business. 


Of all mediums which a retailer may use for his 
advertising, the local newspaper is the best, declared 
Frank .A. Black, of the William Filene’s Sons Com- 
pany, of Boston, whose advertising is famous through- 
out the United States, in addressing the retail section 
of the recent convention of the Associated Advertis- 
ing Clubs of the World in Indianapolis, Indiana. 

“Newspapers,” he said, “seem to provide an ideal 
vehicle for up-to-date store advertising, which should 
be news second in interest to nothing else in their 
columns. What more interesting question these 
strenuous days than the wise expenditure of the fam- 
ily income? Why should it take second place to 
sports, crime, politics, and other matters? 

“In form, elasticity, frequency, and cost the daily 
newspaper undoubtedly ranks first among media for 
retailers. We use ‘elasticity’ as a handy name for 
the quality that enables you to present to your friends 
each day the story of your store, long or short, illus- 
trated or otherwise, exactly as you may decide, only 
twenty-four hours in advance. Nothing else pro- 
vides this quality in so marked degree. 
consider this: 


As to cost, 
a one-cent post-card mailed to 400,000 
families costs $4,000 plus the cost of printing and 
addressing, We have in Boston a morning paper that 
will carry your post-card message to 400,000 break- 
fast tables and more, for the insignificant cost of $26 
total. And you need not decide on your message 
until the afternoon before. 

“One phase of ‘copy’ deserves special attention. 
With the average woman, today, a reference to store 
advertising will bring some remark about ‘bargain 
sales.’ The two things are almost synonymous in the 
We be- 


lieve this is a wrong, and 


minds of thousands of advertising readers. 





crease in building operations 
in 1919 compared with 
I9I8. 

The building operations in 
these cities in 1919 cost 
$1,302,998,007, as against 
$430,014,365 in 1918, an in- 
crease of 202 per cent. 





It is worth while to keep in mind the 
fact that AMERICAN ARTISAN AND 
HARDWARE RECORD is the only publi- 
cation containing Western hardware and 
metal prices corrected weekly. 
find these prices on pages 40 to 45 inclusive. 


not to the best interests of 
the retail business. Few re- 
spect a ‘bargain.’ It adds 
nothing to the prestige of 
the machinery of distribu- 
You will tion that the ‘bargain’ should 


stand as its symbolic em- 
blem.” 











August 21, 1920. 


AMERICAN ARTISAN AND HARDWARE RECORD 21 


American Washing Machine Manufacturers’Association 


Plans Advertising for Ten Years Ahead. 


By Proper Cooperation Hardware Dealers Can Get 


Many Advantages from 


An advertising campaign, which has for its pur- 
pose future as well as present business, has been 
planned by the American Washing Machine Manu- 


This National Publicity. 


country today—good, bad or indifferent—has a vol- 
ume of business that he can not possibly hope to take 


care of. 


facturers’ Association. 


As described by E. B. Seitz, secretary of the Asso- 
ciation in an interview with G. iA. Nichols in Printers’ 
Ink, the purpose of the organization “is in a general the business 
way to establish and insist upon a high standard of 
ethics in the manufacture, advertising and selling of 


washing machines. The need of 
thig is shown by the mushroom 
crop of washing machines that 
has been springing up ever since 
the market became so great. A 
large number of local companies 
were formed to make machines 
and rush them on the market. 

“A first-class washing ma- 
chine is by no means a matter 
of inspiration. It reaches suc- 
cess and a high standard of op- 
eration only after a process of 
development. 

“| have known companies to 
be formed almost over night and 
begin the manufacture of some 
machine, the idea for which was 
suggested by some clever me- 
chanic who had not made good 
through the process of experi- 
ence. 

The machine would be hurried 
through to completion, and of 
course it would sell readily. If 
it did not make good the com- 
pany might have to go out of 
business. 

“Thus there would be no re- 
dress for the dissatisfied buyers. 
In a way it might be said that 
washing machine manufacturers 
in general have no business to 
interest thmselves in such a sit- 
uation. 

“But the fact is that if a 


years. 


continue forever. 
“So we must advertise now and work now to make 
secure in 1925, 1930 and 





No one would have a very high 
opinion of a motorist who traveled 
to his destination over rough dirt 
roads when, without extra charge 
of any kind, he could just as easily 
travel along a smooth, hard road, 
running parallel to it. The road 
to success and profit for the retailer 
is kept in perfect repair by national 
publicity on the part of manu- 
facturers. The dealer who does 
not take advantage of this better, 
smoother and surer road by con- 
necting his local advertising and 
window displays with the manu- 
facturers’ national publicity cam- 
paign is deliberately traveling the 
rough dirt road of small profits 
and slow turnover. There is big 
profit in selling washing machines. 
But the dealer must learn how to 
sell them, must study the advan- 
tages of the machine which he 
handles, and must equip himself 
with the most convincing selling 
arguments. The American 
Washing Machine Manufacturers’ 
Association is ready and willing 
to extend every help to the retailer 
to enable him to do a profitable 
business in these modern labor- 
saving devices. 











“But it stands to reason that this is not going to 


succeeding 


“The manufacturers have been quick to see the ad- 


vantages of thus safeguarding 
the future. This is why they 
are going into advertising in 
advertising not 





such a big way 
only to the user of machines but 
to the maker.” 

Mr. Seitz emphasized the fact 
that the manufacturers’ associa- 
tion does not in any way attempt 
to fix prices. 

No division of market is 
made. 

The members are all com- 
petitors. 

They carry on their individual 
manufacturing, selling and price- 
making just as if they were in 
no association at all. 

The advertising being done by 
the American Washing Machine 
Manufacturers’ Association is 
an interesting commentary on 
the manysidedness of advertis- 
ing and also an illustration of 
the fact that printed advertising 
is only one branch of publicity 
effort. 

No advertising in 
mediums and newspapers is done 


national 


by the association as such. 

But most of the campaigns 
being carried on by individual 
manufacturers are based upon 
ideas, facts and counsel supplied 
by the association. 

A member desiring to market 


woman is dissatisfied with a washing machine and 
does not succeed in getting her grievances remedied, 
the whole washing machine industry gets a black eye 
forthwith. Not only is this woman an enemy of wash- 
ing machines, but she is a walking and talking adver- 
tisement of the wrong kind and spoils many future 
sales. 

“If a manufacturer had only the present to con- 
sider he would not need to worry about ethical stand- 
ards or anything else. 

“Every manufacturer of washing machines in this 


a machine, say in the South, may, if he desires, con- 
sult the association headquarters and get dependable 
data upon which his advertising agency may proceed 
to lay out the campaign. 

He may gain such essential information as the num- 
ber of houses served by central district electric plants. 

He can get dependable information as to the me- 
diums, local or national, with which to reach the peo- 
ple he is trying to sell. 

Big Field in the South. 
“Speaking of the South,” said Mr. Seitz, “this is 
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a potential washing-machine market of more than 
‘amazing possibilities. 

“The clean clothes problem in the South is per- 
haps more serious than in any other part of the coun- 
try. 

“During the last three or four years the negro 
mammy has been drawn away from the washtub by 
high wages in other lines. 

“She can pick cotton for five dollars a day and thus 
make during the cotton-picking season as much money 
as under the old conditions she would make in a whole 
year by washing. 

“She can get other kinds of jobs at high wages. 

“The white women of the South have been abso- 
lutely depending upon the negro women for laundry 
work. 

“All at once they found they had to do it them- 
selves. 

“Naturally the Southern women almost fight to get 
the privilege of buying a good washing machine. 

“Another interesting thing about the washing ma- 
chine market in the South is the large number of 
houses that are wired for electricity. 

“In South Carolina, for example, 71 per cent of 
the houses in towns served by central district electric 
plants are wired. 

“This percentage is higher than in some Northern 
States. 

“With information like this the manufacturer can 
get a dependable idea as to the extent of the business 
he has a right to expect to obtain in any given market. 

“Four years ago it was generally conceded that the 
negro mammy and her washboard had the South’s 
washing problems decided for all time. 

“But how quickly seemingly settled conditions can 
be tipped over! Today we find the South the most 
ready purchaser of washing machines. That is say- 
ing a great deal.” 

Mr. Seitz was asked how the development of the 
farm lighting plant idea affected the washing-machine 
business. 

A Vast Potential Market on Farms. 

“Figures right here in this office,” he said, “show 
that more than 100,000 farm-lighting plants are in- 
stalled in this country each year. 

“And the farms thus equipped up to date represent 
only the smallest fractional per cent of the total num- 
ber of farms in the country. 

“The business-getting possibilities right in this field 
alone for the washing-machine manufacturer are al- 
most terrifying in a way. 

“As we contemplate it even on a conservative basis 
of future achievement, we can hardly believe what 
the figures tell us. 

“The mere matter of getting light appeals to the 
farmer as being one of the least important reasons 
why he should install a farm lighting plant. 

“The thing he is after is power—power to run much 
of the machinery without which no modern farm is 
complete. 

“For the farm house equipped with electricity the 
first of the electric appliances thought of is naturally 
a washing machine. 


“This is inevitable. If a farm has electric power 
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somebody is going to sell a washing machine on that 
farm. 

“Is it any wonder with all this wonderful future 
market at our disposal that we are trying to get the 
whole washing-machine industry to a basis of manuy- 
facturing, advertising and selling that will enable it 
to live up to this great opportunity in a natural way 
and with the best possible results for all concerned ?” 

All this shows once more the truth of the assertion 
that no manufacturer can expect to make his adver- 
tising a power unto himself alone. 

The electrical company sells a farm lighting equip- 
ment. This automatically creates a demand for elec- 
trical accessories which will enable the farmer to 
utilize the power in driving this machinery. 

Then comes the washing-machine man with his 
product. 

“When the farm woman gets this the next logical 
thing is an electric iron, and so on. 

“He is indeed a skilful and wise advertising man 
who utilizes and profits by the advertising of others— 
even that of his competitors. 

Nobody in business, be he manufacturer, jobber or 
retailer, gets all the trade his advertising stirs up. 

Much of it goes to others. But he in turn also gets 
help from others. . 


Advertising’s Indirect Benefit to Others. 

If the writer had a little retail store he would ask 
for no better fortune than to have it located next 
door to Marshall Field. Field’s advertising and win- 
dows would bring the crowds down that way and the 
writer would get much business from it. 

But he would be paying for it just the same. He 
would be paying in additional rent what otherwise he 
would spend for printed publicity. 

Pay day always comes in advertising as well as in 
anything else. 

This principle is being worked out in a campaign 
that is now being planned by the American Washing 
Machine Manufacturers’ Association to prepare the 
way for high-grade individual advertising effort. 

The benefit that is going to be derived from this 
will develop every maker of other household labor- 
saving appliances as well as the maker of washing 
machines. 

“Our idea,” said Secretary Seitz, “is that the effect 
of much good advertising is minimized through lack 
of proper preparation and adequate preliminary cul- 
tivation of the field. 

“When all this preparation and cultivation has to 
be done through the medium of the printed message 
alone the expense may be greater than is at all neces- 
sary. 

“As a part of our campaign to prepare the way 
for the individual advertising effort of our members 
we are going to work in cooperation with the Govern- 
ment home-demonstration agents. 

“In many of the counties of the United States, 
especially in the South, the Government, as you prob- 
ably know, has these women agents located. 

“Their salaries are paid partly by the Government 
and partly by various county and women’s organiza- 
tions. 
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“Periodical meetings are held in which are made 

demonstrations of various home economics. 
Demonstrations and Talks for All Members. 

“Miss Keown, assistant secretary of this association 
and an expert in domestic economy, will attend these 
meetings and will discuss washing machines in gen- 
eral. 

“She will refer to no particular make of machine, 
but merely will show the great economic benefits at- 
tending their use. 

“Such members of the association as are in that 
district may have their machines at the meeting for 
demonstrating purposes. 

“After a meeting of this kind the time of course 
is ripe for real advertising effort on the part of local 
manufacturers or distributors of washing machines. 

“Every woman attending the meeting is a prospect 
for a machine, and probably has had her interest 
aroused to a point where she will buy with the utmost 
readiness. 

“Another advertising idea which we believe will 
do much in preparing the way for advertising all kinds 
of household labor-saving appliances is a textbook 
that we will prepare for use of the domestic science 
departments in colleges and high schools. 

“This will give in an entertaining and profusely 
illustrated way the detailed history of laundry meth- 
ods from the old plan of washing clothes in streams 
used by the ancients up to the corrugated washboard, 
the old-fashioned hand power washing machine and 
the modern electric machine of today. 

“We have received advance assurances that such 
a book will be more than welcome in the various in- 
stitutions of learning.” 

The organized effort to make dependable washing 
machines as spoken of by Mr. Seitz is bearing tang- 
ible fruit already. 

This is seen in the readiness with which depart- 
ment stores now handle power machines. 

Formerly the department stores were inclined ta 
keep away from power machines because the machines 
were so likely to get out of order. 

The present-day standard is so high on the well- 
known advertised machines that there is practically 
no cost for upkeep. 

The department stores are taking them on, there- 
fore, and are selling them on the installment basis. 

Installment selling is a radical departure for high- 
grade department stores who sell only for cash or on 
thirty-day credit. 

Stores of this type selling washing machines on in- 
stallments usually go no farther in that method of 
selling. 

The strength of the installment method is shown 
by the lack of inducement to pay cash for washing 
machines. 

A Chicago advertising man went to a certain store 
and bought a power washing machine that would cost 
him $164 payable in installments of $7.50 per month. 

He told the clerk he did not want to be bothered 
with installment payments and preferred to pay cash. 

How much wou'd the machine cost him on a cash 
basis? 
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The clerk told him the cash price would be $155— 
only nine dollars less than on installments. 

“I'll take the installment plan,” the man said. “1 
can use that money just as well as you can. If your 
cash price were $140, says, I could afford to pay cash. 
As it is, the installment plan for mine.” 

“That’s what they all say,” replied the clerk. 

There must be an advertising angle to the install- 
ment selling of washing machines that the manufac- 
turer and retailer want to keep. 





Hardware Club of Chicago 
Prepares for Picnic. 


Men with a large bulge in the region of the equator, 
as ample in their proportion as Shakespeare’s Falstaff ; 
lean men who have to stand twice in the same place to 
make a shadow; slim, lithe debonnaire men—as Allan 
J. Coleman, President of the Club—; slim men; tall 
men; blond men; men whose hirsute glory has long 
since departed; men of all ages and temperaments, 
will combine to make forever memorable the sporting 
events which are scheduled to begin at 2:00 o’clock 
Tuesday afternoon, August 24, 1920, in the big picnic 
of the Hardware Club of Chicago, which is to be held 
that day at Ravinia Park, Illinois. 

In preparation for the strenuous diversions of the 
games, the Club will serve a cafeteria luncheon from 
noon until 2:00 o'clock. 

At 6:00 o’clock in the evening a dinner especially 
designed by “old Bill Lewis” will test the capacity 
of the most ravenous appetites. 

Enough prizes will be distributed to reward every 
conceivable kind of effort during the day. Historians 
of the Club have already purchased several extra 
reams of paper to describe the smashing of all pre- 
vious records which is confidently predicted to take 
place. 





Price Cards Help Sell Goods. 


Modern methods of business call for prices, good, 
plain, readable prices, prices that are so evident that 
to the passing public there can arise no possible ques- 
tion. There are still merchants who are unable to 
comprehend this and to all questions regarding the 
subject, they have the ever-ready reply, “It tells our 
competitors what we sell at.” Of course it does, but 
it also tel's customers the same thing. What do you 
care about your competitor: ten to one he is too busy 
to bother about your prices, and if he isn’t you can’t 
afford to be afraid of him. If you are not able to 
do so well as he can, there must be something wrong 
about your purchasing department. Anyhow, if your 
competitor was really interested in your prices, it 
would be the easiest matter in the world to obtain 
them. 

But these arguments have been talked and argued 
until every twist and turn of speech has been taken 
advantage of, yet there still remain merchants who 
will visit their wholesale house and purchase a bill 
of goods, because they happened to see a low price 
on it, and yet won’t see that the same method would 
attract customers to their own stores. What more 
can be said? 
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Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 


How to Get More Passers-By to Come into Your Store. 





CONNECTS WINDOW DISPLAY WITH 
NATIONAL ADVERTISING. 


Time without number in these columns the advice 
has been given to connect the window display of the 
retail store with national publicity. 

We are creatures of habit. We prefer the familiar 
things. 

It is easier, therefore, to sell a commodity with 
which the folk are familiar than one which is little 
known. 

Indeed, the old cynical saying that “familiarity 
breeds contempt” is a gross falsehood when applied 


‘ 








“This is the description of a window display placed 
by the writer last August and remained in for two 
weeks, and which I firmly believe is still bringing us 
results. 

“The general preparations for this window were 
made up in advance; that is, the six foot facsimile of 
the Saturday Evening Post cover—the circles of show- 
card board and the easels for holding them. I then 
waited for a favorable week to display it. 

“The Post dated August 9th contained fifteen sep- 
arate advertisements of merchandise carried in stock 
by us and thought it a favorable time. Securing fif- 
teen copies, I took the covers and mounted our trade- 
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Window Display of Fifteen Hardware Articles Which Have Earned Their National Reputation. Arranged by Herbert W. 
Farr for the Warner Hardware Company, 13 South Sixth Street, Minneapotis, Minnesota, Awarded Honorable 
Mention in AMERICAN ARTISAN AND HARDWARE RECORD Window Display Competition. 


to merchandise. Familiarity breeds liking when it 
comes to tools and things of daily usefulness. 

That is why in the window display shown in the 
accompanying illustration there is a powerful appeal 
in the central thought of fifteen popular articles that 
have earned a national reputation. 

To earn that reputation they must have quality and 
publicity. The more familiar the buyers are with 
them, the more numerous are their sales. 

Great praise is due to the designer of the window 
display under discussion—which was awarded hon- 
orable mention in AMERICAN ARTISAN AND HARDWARE 
Recorp Window Display Competition—for the thor- 
oughness with which he connects this window exhibit 
with national advertising of the articles shown therein. 

The description of this window display as written 
by the designer, Herbert W. Farr, is as follows: 


mark, a three color design, in a conspicuous place. 
The advertisements were then placed with each cover, 
heavily outlined in red with an arrow running to our 
trade-mark and another arrow to the name of the 
magazine. 

“These were placed in the circles and mounted on 
easels. The merchandise was placed with each circle 
to back up our statement and a neat 7x11 show card 
with the price or range of prices placed with each 
group. You will note that the groups were placed so 
that merchandise which was the least relative to each 
other came together. This was planned to give the 
impression of the wide variety of goods carried by 
us. An instance of this was Gargoyle Mobile Oil and 
Ingersoll watches, Williams shaving soap and Weed 
Skid Chains. 

“The panels in the background with loose sheets 
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taken from the Post helped to strengthen the display. 
Care was taken to keep the merchandise less predom- 
inant than the advertisements so that it could be seen 
at a glance that we were backing the ads up with the 
goods. 

“In spite of the fact that we took the liberty of 
advertising this company on the front cover of the 
Saturday Evening Post we were highly complimented 
by their representative who happened to be in town 
while this was displayed. 

“The post in the window obstructs the phrase—If 
it’s Nationally Advertised, it must have merit.’ 

“This window is 14 feet by 5 feet 6 inches deep.” 

The value of connecting one’s window display with 
national publicity was overwhelmingly demonstrated 
by the results following the window display arranged 
by Mr. Farr for the Warner Hardware Company. 
Indeed, as he himself declares, it is still bringing re- 
sults. 





Increases Its Capital Stock. 


Prosperity is general in the southern states. The 
hardware trade is thriving. Because of the need of 
expansion in harmony with steady demand, the Kidd 
3issinger Hardware Company of Little Rock, Ar- 
kansas, has enlarged its capital stock from $400,000 
to $500,000. 





Freight Increase Is Small as 
Regards Individual Items. 


Railroad authorities throughout the country de- 
clare that while the increased rates might have a ten- 
dency to raise prices slightly, this will be overcome 
by the more efficient and speedier handling of freight. 

On the other hand, dealers in many commodities 
say that the new rates are bound to cause prices to 
advance. 

They assert that while better freight deliveries will 
undoubtedly increase the available supply of all com- 
modities, the condition will not be a permanent one. 

Stocks of shoes, clothing and other necessities since 
the first of the current year, they say, have been in 
excess of the demand, and the speedier deliveries will 


only serve to bring more accumulations on the vari- 
ous markets. 
These accumulations, the dealers point out, will! 


not bring lower prices, but will cause further curtail- 
ment of operations in all industries. 

This, it must be admitted, is a rather original form 
of reasoning, and rather flies in the face of the law of 
supply and demand. 

It has always been the history of trade that if there 
is an excess supply at a particular point, prices at that 
point are sure to go down. 

It is true there will be a curtailment of industry 
until the oversupply is disposed of, but that will ¢ come 
all the quicker if prices are reduced. 

Experts have figured out that the increase in freight 
rates, while running into a prodigious sum total, wil! 
not amount to much where individual articles are con- 
cerned, and that it should not be more than five cents, 
for instance, on a pair of shoes. 
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It would be perfectly proper for the dealer to in- 
crease the selling price of shoes five cents a pair, al- 
though the probability is that the price would be in- 
creased anywhere from fifty cents to one dollar. 

As a matter of fact the increased freight rates will 
have only a secondary effect in determining prices. 

If the supply is greater than’ the demand they will 
not count at all, except as they are subtracted from 
the seller’s profit or added to his loss. 

If the demand exceeds the supply, while they will 
leave the unscrupulous seller’s profit unimpaired, they 
will add to the unscrupulous dealer’s profit just to the 
extent that he can capitalize them as an excuse for 
charging higher prices. 





Southern Hardware Firm Adds to 
Its Financial Resources. 


In order to have ample financial resources with 
which to handle its growing business, the Benton 
Hardware Company, Rogers, Arkansas, has found it 
advisable to augment its capital stock to the extent 
of $150,000—which means an increase from $350,000 
to $500,000. 





Trade Opportunities in 
Foreign Lands. 


The Bureau of Foreign and Domestic Commerce, 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
her as given herewith: 


33487.—An importing corporation in Germany desires to 
purchase copper in pigs, ingots, bars, etc. References. 

33497.—A paint manufacturing firm in Italy desires to 
purchase and secure an agency for base colors, pigment, oils, 
varnishes, enamels, marine paint, and mixed paint. Quota- 
tions should be given c. i. f. Italian port. Payment to be 
made against documents. Correspondence should be in 
Italian. References. 

33498.—A firm of merchants in Hungary desires to pur- 
chase 150,000 picks for miners, corundum wheels, saws, ma- 
chine tools, and tools of all kinds. Reference. 

33503.—A firm of general merchants in Mexico desires 
to purchase 150 medium-sized cash registers. They must*be 
in nickel finish, because of the humidity of the climate. Quo- 
tations should be given f. o. b. shipping point. Cash to be 
paid against documents. Correspondence may be in English. 

83506.—A firm in Argentina desires to secure an agency 
for the sale of iron, steel, and metal products for construc- 
tion and fencing purposes; wire bars, corrugated-iron sheets, 
etc. Correspondence may be in English. References. 

33511.—An importing firm in Spain desires to secure 
agencies for the sale of agricultural machinery. Quotations 
should be given c. i. f. Spanish port. Correspondence may 
be in English. References. 

$3512—A commercial agent in South Africa desires to 
secure an agency for the sale of hardware. Reference. 

33523.—A mercantile company in England desires to se- 
cure an agency on commission for the sale of hardware and 
general merchandise. Quotations should be given c. i. f. 
English port. Reference. 

33524.—A trading company in Austria desires to be placed 
in communication with firms for the sale of American mer- 
chandise in that country. Reference. ; 

33525.—Modern machinery and supplies are desired in 
Venezuela for the equipment of a spinning and cotton-cloth 
mill. Correspondence should be in Spanish and full informa- 
tion contained in first communication. 


33526.—A merchant firm in France desires to secure an 
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agency from manufacturers for the sale of pneumatic tires 
for automobiles. Correspondence should be in French. 
Reference. 

33527.—A commission agent in South Africa desires to 
secure the representation of manufacturers for the sale of 
vacuum bottles. Reference. 

33531.—A commercial agent in Austria desires to secure 
the representation of firms for the sale of American goods in 
that country. Reference. , 





Coming Conventions. 


Southern Association of Stove Manufacturers, Hotel 
Cleveland, Cleveland, Ohio, August 30, 31, and September 1, 
1920. W. H. Cloud, Secretary, 216 Glendora Avenue, Louis- 
ville, Kentucky. 

American Hardware Manufacturers’ Association, Marl- 
borough-Blenheim Hotel, Atlantic City, New Jersey, Oc- 
tober 20, 21, and 22, 1920. F. D. Mitchell, Secretary-Trea- 
surer, 4106 Woolworth Building, New York City. 

National Hardware Association, Marlborough-Blenheim 
Hotel, Atlantic City, New Jersey, October 20, 21, and 22, 1920. 
T. James Fernley, Secretary, Philadelphia, Pennsylvania. 

Automotive Equipment Association, Coliseum, Chicago, 
Illinois, November 15, 16, 17, 18 and 19, 1920. William M. 
Webster, Commissioner, 1813-1818 City Hall Square Building, 
Chicago, Illinois. 

Automobile Accessories Branch of the National Hard- 
ware Association, Coliseum. St. Louis, Missouri, November 
30, December 1, 2, and 3, 1920, headquarters, Hotel Stat- 
ler. T. James Fernley, Secretary-Treasurer, 505 Arch 
Street, Philadelphia, Pennsylvania. 

Texas Hardwdre and Implement Association, Adolphus 
Hotel, Dallas, Texas, January 18, 19, and 20, 1921. A. M. 
Cox, Secretary, 1808 Main street, Dallas, Texas. 

Western Retail Implement, Vehicle and Hardware Asso- 
ciation, Kansas City, January 18, 19 and 20, 1921. H. J. 
Hodge, Secretary, Abilene, Kansas. 

Pacific Northwest Hardware and Implement Association, 
Seattle, Washington, January 18, 19, 20, and 21, 1921. E. E. 
Lucas, secretary, Hutton Building, Spokane, Washington. 

Missouri Retail Hardware Association, Planters Hotel, 
St. Louis, Missouri, January 25, 26, and 27, 1921. F. X. 
Becherer, secretary, 5106 North Broadway, St. Louis, Missouri. 

Indiana Retail Hardware Association, January 25, 26, 27 
and 28, 1921. (Place to be announced later.) G. F. Sheely, 
Secretary, Argos, Indiana. 

Oregon Retail Hardware and Implement Dealers’ Associ- 
ation, Portland, Oregon, January 25, 26, 27, and 28, 1921. E. 
E. Lucas, secretary, Hutton Building, Spokane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
Louisville, Kentucky, January 25, 26, 27 and 28, 1921. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

Nebraska Retail Hardware Association, Hotel Rome, 
Omaha, Nebraska, February 1, 2, 3 and 4, 1921. George H. 
Dietz, Secretary, Lincoln, Nebraska. 

Wisconsin Retail Hardware Association, Milwaukee, 
Wisconsin, February 2, 3 and 4, 1921. P. J. Jacobs, Secre- 
tary, Stevens Point, Wisconsin. 

Oklahoma Hardware and implement Association, Okla- 
homa City, February 8, 9, and 10, 1921. W. B. Porch, secre- 
tary-treasurer, Oklahoma City, Oklahoma. 

The Michigan Retail Hardware Association, 
Rapids, Michigan, February 8, 9, 10, and 11, 1921. 
J. Scott, Secretary, Marine City, Michigan. 

Iowa Retail Hardware Association, Des Moines, Iowa, 
February 8, 9, 10, and 11, 1921. A. R. Sale, secretary-trea- 
surer, Mason City, Iowa. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Incorporated, Convention and Exhibition, Philadelphia 
Commercial Museum, Philadelphia, February 8, 9, 10, 11, 
saws Sharon E. Jones, Secretary, 1314 Fulton Building, Pitts- 
urgh. 
Illinois Retail Hardware Association, Hotel Sherman, 
Chicago. Illinois, February 15, 16 and 17, 1921. Leon D. 
Nish. Secretary, Elgin. Illinois. 

California Retail Hardware and Implement Association, 

San Francisco, California, February 15, 16, and 17, 1921. Le- 
x gaa secretary, 112 Market street, San Francisco, Cali- 
ornia. 
Minnesota Retail Hardware Association, St. Paul Audi- 
torium, St. Paul. Minnesota, February 15, 16, 17, 18, 1921. 
H. O. Roberts, Secretary, Metropolitan Life Building, Min- 
neapolis, Minnesota. 

Ohio Hardware Association. Columbus, Ohio. February 
15, 16, 17 and 18, 1921. Hotel Headquarters, Deshler Hotel. 
Exhibition in Memorial Hall. James B. Carson, Secretary, 
Dayton, Ohio. 

New England Hardware Dealers’ Association, Mechanics’ 
Building, Boston, Massachusetts, February 21, 22, and 23, 1921. 
George A. Fiel, secretary, 10 High street, Boston, Massa- 


chusetts. 
New York State Retail Hardware Association, Roches- 


Grand 
Arthur 
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ter, New York, February 22, 23, 24, and 25, 1921. 
ye de Secretary, 607 City Bank Building, 
ork. 

South Dakota Retail Hardware Association, Sioux F 
South Dakota, February 22, 23, 24, 25, 1921. H. O. Roberts 
ene, Metropolitan Life Building, Minneapolis, Minne. 
sota. 

Panhandle Hardware and Implement Association, Am- 
arillo, Texas, May 8, 9, and 10, 1921. Troy Thompson, Sec- 
retary, Treasurer, Dalhart, Texas. 

Hardware Association of the Carolinas, Charlotte, N 
Carolina, May 10, 11, 12, and 13, 1921. T. W. icon — 
tary-treasures Charlotte, North Carolina 
_ Southeastern Retail Hardware and Implement Associa- 
tion (composed of Alabama, Florida, Georgia and Tennes- 
see), Atlanta, Georgia, May 17, 18, 19 and 20, 1921. Walter 
ae Secretary, 701 Grand Theater Building, Atlanta, 

eorgia. 


John B. 
Syracuse, New 





Retail Hardware Doings. 


lowa. 
J. W. Creeck has purchased the interest of William 
Meyer in the hardware firm of Martin and Meyer at Wil- 


liamsburg. 
Kansas. 


G. H. Arbuckle, who recently purchased the Stump Hard- 
ware Company’s stock at Blue Mound, has completed invoic- 
ing and rearranging the stock and has the store open for bus- 
iness now. 

The Bowen and Nuse Hardware Company store at 114 
East Sixth Street, Topeka, will be remodeled and an entirely 
new front is being built to it. 

The Southwestern Hardware Company at Liberal has 


been destroyed by fire. 
Michigan. 


J. B. Shaughnesey has opened a new hardware store at 

Grand Rapids on 45 Division Avenue, South. 
Minnesota. 

J. B. Cremers has purchased the Schaefer Brandt Hard- 
ware Company at Albany. 

Judd Wright and his son Carl have opened a hardware 
store at Brainerd. 

Peterson and Anderson have opened a hardware store at 
Otisco. 

W. Whitney will open a hardware store at Peqout. 

O. W. Bosshard and A. A. Miller have purchased the 
interest of Kenneth B. Morrison and his brother William in 
the Winona Hardware Company at Winona. 

Mississippi. 

The Moore Pitts Wilson Hardware Company of Pon- 

totoc has been damaged by fire. 
Missouri. 

P. D. Preston, veteran hardwfre man of St. Louis, has 
changed his business connections and has been elected vice- 
president of the Southern Hardware and Supply Company on 
Seventeenth and Olive Streets. Officers of the Company are 
W. C. Reed, president; W. D. Achuff, vice-president; Eohron 
Catlin, Jr., treasurer; and A. M. Wooster, secretary. 

Nebraska. 

Bryan and Fair have purchased the Gilllan Hardware 

and Implement business at Hardy. 
New York. 

The Masback Hardware Company on 82 and 84 Warren 
Street, New York, have purchased a five story building at 
80 Warren Street from J. Richard Manuheim. This gives the 
hardware firm a frontage of 75 feet on Warren Street. 

Ohio. 

The Miller-Maynard Motor Company of Columbus, re- 
cently incorporated, has leased and remodeled the building at 
92-108 North Front Street and has opened for business on 


August 15th. 
The extensive agricultural implement and supply _bus- 


. iness conducted by E. J. Denlinger on Cherry Street, Eaton, 


has been taken over by N. H. Markey, implement dealer at 


Lewisburg. 
Pennsylvania. 


Having bought the Dan Berry hardware store at Tioga, 
Pennsylvania, Mead P. Close makes the announcement that 
the entire stock will be moved into his new place. 

Texas. 

The firm name of D. W. Ray and Son, hardware and 

furniture dealers at Kerens, has been changed to Carroll, 


Albritton and Queen. 
Wisconsin. 


The Triple Hardware Company at Crandon has been in- 


corporated with a capital of $20,000. 
Theo. Lenmartz and Louis St. Angelo will open a hard- 


ware store at Frederick. ; 
J. P. Cholvin, hardware merchant of Highland, died sud- 


denly. 
Two Rivers Hardware Company of Two Rivers has been 


incorporated with a capital of $10,000. 
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Selling Automotive Accessories 


How Hardware Dealers Can Increase Their Profits by 
Handling Standardized Automotive Accessories. Facts 
and Suggestions to Aid Them in Giving Better Service. 





GET THE ACCESSORY MONEY. 


There are three main reasons why the hardware 
dealer must take advantage of the opportunity offered 
to him through the sale of tires and other automotive 
equipment, says MacGregor Davidson of the Sales 
Promotion Department of the Canton-Blackstone 
Company. 

First, the unparalleled demand for these products ; 
next the ease with which they may be sold; and finally, 
the profits they bring in. 

lt is probably unnecessary to state here that there 
will be more cars on the road next year than ever be- 
fore, and that the demand for accessories of all kinds 
will be the largest ever known. 

The point I want to drive home is that the car owner 
of today and tomorrow is totally unlike the type who 
used to drive into a garage and say, “Put on a new 
casing and replace those two rear spark plugs, will 
you r 

Automobiles today are regarded as an investment 
and upkeep as the premium. The old idea that “as 
long as it’s a luxury, anyway, why worry?” has been 
replaced by a new thought. 

The motor car owner today is a specialilst in his 
line—he studies the market, makes up his mind what 
is best for his own particular need and purchases just 
that and no other. You as a hardware dealer are in 
a position to cash in on that demand. 

To begin with the hardware trade has a solid repu- 
tation for honesty and squareness gained in part by 
the very character of the goods it sells. Each one of 
you has a certain circle of exacting customers, men 
who know quality, and who buy from you because 
they know they are getting satisfaction for their money 
outlay. 

W ouldn’t it be an easy matter to sell these men auto- 
motive equipment at the same time you fill their hard- 
ware needs? A folder in your monthly statement or 
a circular letter to a mailing list compiled from your 
own books would get you away to a flying start. 

By giving hardware satisfaction on automotive 
equipment you will build up your trade, but mind you, 
only by the acquisition of quality products can this 
ideal be attained. 

The standard manufacturers realize today more 
fully than ever before that only through their dealer’s 
success can they themselves prosper. The result of 
this conviction is that they codperate to an almost un- 
believable extent in helping their dealers to turn over 
stock rapidly and profitably. 

Profits in the automotive equipment game are not 
only large—they are cumulative. That is, each satis- 
fied customer is a repeat customer and a booster for 
both your store and the products it markets. Natur- 


ally this will increase your hardware trade because of 
the wide circle of new friends you will make. Re- 
member along this line that there is no friend like a 
satisfied motorist. 

It is not a question as to whether you are in a posi- 
tion to take on a line of automotive equipment—you 
are in a position such that you cannot afford to ignore 
your opportunities. 


Registers Trade-mark 


Under United States Patent Office classification 21, 
namely, electrical apparatus, machines, and supplies, 
registration has been granted 
to Taylor Brothers, Camden, 
New Jersey, for the trade- 
mark shown in the accom- 
panying illustration. The 
trade-mark bearing the official 
number 130,301, is for goods 





at described as automobile acces- 
130,301. 





sories, viz., spark-plugs. The 
application for this trade-mark was filed March 27, 
1920. Use of it is claimed since February 15, 1920 





Auto Accessories Company Is 
Formed in Milwaukee. 

Articles of incorporation have been filed by the 
United States Auto Equipment Company, Milwaukee, 
Wisconsin, organized with a capital of $10,000, to 
manufacture and deal in automotive supplies, acces- 
sories, and parts. The incorporators are Frank X 
Hufschmidt, H. A. Scharff, and Ruth Peck. 





Procures United States Patent 
for Windshield Cleaner. 


Under number 1,347,628, Frank S. Gold, Toronto, 
Ontario, Canada, has secured United States patent 
rights for a windshield cleaner described in the fol- 


lowing: 
— 





A windshield cleaner comprising a 
spring roller provided with a mopping 
surface ; and flexible belts, each connect- 
ed at one end to the roller and adapted 
to be wound thereon and having its other 
end connected with a stationary part at 
one side of the surface to be cleaned, 
and means for drawing the roller over 
the surface to be cleaned. 

Dealers in automatic accessories may get a profit- 
able suggestion from this patent. Demand for wind- 
shield cleaners can be fostered by the right kind of 
salesmanship and publicity. 





— 
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Advertising Help and Comment 


Send Us Copies of Your Advertisements. 
You Get Bigger Results by Advice and Suggestions. 
Service Is Free. 


Distinctness Is Aided 
By Using Borders. 

A fancy border will attract to 
some extent, it will keep the ad- 
vertisement together; prevent it 
from having the appearance of 
falling to pieces—and it isolates it 
as a separate identity on the page. 

* * x 





One thing at least can be said in 
favor of the advertisement of the 





CANNING OUTFITS 


Cans 
Soldering Fluid 
FRUIT JARS 


Quarts 


Soldering Irons 


Pints Half Gallons 


Jar Rings, Etc. 


Everything for putting up fruit. 


Charlotte Hardware 
Company 











Charlotte Hardware Company, re- 
produced herewith from the Char- 
lotte, North Carolina News. 

It is neatly designed and wel! 
balanced. As published, it occu- 
pies two columns five inches deep 


Its generous use of white space | 


is to be commended. By this means 
it acquires powerful emphasis 
among the averge run of adver- 
tisements in the newspaper. 

The advertisement, however, 1s 
open to improvement. In the first 
place, it could be strengthened by 
the use of one or two appropriate 
illustrations. 

Besides, a few brief sentences of 
description or selling appeal could 
be added without materially lessen- 
ing the advantage of emphasis 
which it derives from the liberal 
amount of white space. 

Moreover, the prospective cus- 
tomers could be given an idea of 
what the canning outfits wou!d cost 
them. 

To do this, it would not be neces- 


Let Us Help 
The 


Don’t Hesitate to Take Advantage of It. 


sary to give the prices on each ar- 
ticle listed. It would 
state a range of prices for com- 
plete canning outfits. 

These changes would make the 
advertisement more definite and 
give it direct appeal to the people 
interested in buying canning out- 
fits. 

* 2 

Putting one’s name and _ store 
before the public is better than no 
publicity at all. 

- Mentioning the receipt of a full 
stock of aluminum ware, also, is 
better than saying nothing at all 
about having such a line on hand. 

There are, therefore, some dis- 
tinct and positive advantages in the 
advertisement of F. A. Reynolds 
Hardware Company, which ap- 
peared in the Daily Press, Utica. 
New York. 

The advertisement in question 
has another merit. It is strongly 
displayed. The words “aluminum 


suffice to 


room for at least one illustration 
and specific statement of price in 
proof of the assertion that prices 
are lower than 
city. 


elsewhere in the 


The announcement of the receipt 
of the full stock of aluminum ware 
could also be made in the 
space. 


same 


Then there would be a definite 
example with selling appeal to give 
sharper point to the advertisement. 


* * * 


Connect Your Ads with 
Window Displays. 


The more thoroughly you asso- 
ciate your advertisements with 
your window displays in the minds 
of prospective customers, the more 
effective becomes the selling ap- 
peal of your copy. 

When they see the goods in your 
window after having read a de- 
scription of them in your adver- 








Aluminum Ware 


A FULL STOCK JUST RECEIVED AT 
Prices That Are Lower 


Than Elsewhere in the City. 


F. A. REYNOLDS HARDWARE (C0. 


818 COURT STREET 








ware’ are boldly presented to the 
eve. 

Here, unfortunately, the 
merits which might easily have 
been extended to greater effect. 

As an announcement of a full 
stock of aluminum ware, the ad- 
vertisement serves its purpose. 

But as a sales-producing bit of 
copy, it is not sufficiently definite. 

To declare that “prices are low- 
er than elsewhere in the city,” is 
not a persuasive statement. It 
gives no basis for comparison. 

In the limited space taken up by 
this advertisement, which is here- 
with reproduced full size, there is 


end 


tisement, they have a sense of ac- 
quaintance with the goods which 
puts them in a favorable state of 
mind when they enter your store. 


= * * 


Pictures Strengthen 
Advertisements. 


If anyone has any doubt about 
the value of picture appeal in ad- 
vertising it surely can be cleared 
away by a glance through the ad- 
vertising pages of any newspaper 
or magazine. The eye will rest 
upon every picture, but the plain 
print advertisement is often over- 
looked. 
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Warm Air Heating and Ventilating 


Better Installations. 


How to Sell More Warm Air Heaters. 


Reports of Progress in Warm Air Heater Research Work. 


Ventilating Factories, 


Garages, 


Theaters, and Houses. 





+ 


GIRL SHOOTS FATHER AND BROTHER 
IN ARGUMENT ABOUT FURNACE. 


Don't get the idea in your head that all the people 
of this country know the advantages and understand 
the operation of warm air heaters. 

Indeed, if such were the case, all you would need 
to do would be to make a long time contract with 
some trucking company to haul warm air heaters al! 
over your territory day in and day out. 

The truth is that a tremendous amount of educa- 
tion remains to be done. Warm air heaters give the 
best kind of heat—the healthiest and most economi- 
cal kind of heat—but a big percentage of the people 
don’t know that to be the fact. 

Disputes are still more or less common among 
people who are not informed regarding warm air 
heaters. 

Just the other day the newspapers carried the story 
of a girl shooting her brother and father in an argu- 
ment about a furnace to be installed in their home 1% 
Dallas City, Illinois. 

She must have been trying to make an impression 
on their intelligence for the story states that she shot 
her father in the neck and her brother in the chin. 

Shooting is a poor method of education. They 
spent about five years in Europe in that form of 
teaching of peace and brotherly love and they are 
still fighting there. 

Logic, the simple, every day explanations of the 
benefits of warm air heater systems in connection 
with proper humidity are not difficult to understand. 

It is the business of the warm air heater dealer and 











installer for his own good and profit to tell the facts 
in his advertisements, in his circulars and form let- 
ters, and in his talks with prospective customers. 

Selling warm air heaters is a matter of education. Of 
course, that means that the dealer and installer must 
know what he is talking about. He must be the first 
to get the education; otherwise, he can not pass it on 
to the people. 





Bring Pure Air into Rooms. 

The first object of the ventilating engineers should 
be to bring the pure air of nature into the room so 
that the occupant can breathe it and be surrounded by 
it, declares Henry Baetz of Skinner Brothers Manu- 
facturing Company, St. Louis, Missouri. With prac- 
tically all ventilating systems now in use, the air which 
the occupant breathes and is surrounded by, has first 
been used to carry the heat units that warm the room, 
and only after that it comes to the person for inhaling. 

As a result I believe the air is injured as far as 
human requirements of breathing are concerned. I 
might illustrate it in this way: 


If a floor is mopped, the mop wrung out, and fur- 
ther mopping is done, after which the water is left 
to settle and then is served for drinking purposes, of 
course, everyone would revolt; but nearly the same 
thing happens to the air that is breathed to-day in a 
heated room. 

Air leaves the radiator in excess of 100 degrees 
temperature and enters the room above that. 

The only way its temperature can be lowered so 
that the particular air will come to the breathing 
level in the room, is that it must strike against the 
coid walls. 

In that proceeding the air fares similarly to the 
water used for mopping floors and becomes impure 
from having sought out every nook and corner where 
impurities lodge. 

The air ought to be introduced into the room at 
such a degree that it will naturally take its position 
at the breathing level, which means that the air that 
is to be inhaled will not be used to do the heating 
first. 


Patent Rights Granted for 
Furnace Regulator. 





Erwin W. Seeger, Milwaukee, Wisconsin, has ob- 
tained United States patent rights under number 1,- 
348,589 for a furnace-regulator described as follows: 

A regulating system for hot 
air furnaces comprising a fur- 
nace, a fire control door for the 
furnace, a hot air drum sur- 
rounding the furnace, a corru- 
gated air chamber mounted upon 
and within the drum, a bellows 
mounted interiorly of the cham- 
ber and having one wall rigidly 
secured to the drum, a lever op- 











eratively connected to the door, 
and a rod connecting the free wall of said bellows to 
said lever, the interior of the bellows being open to 
atmospheric pressure. 


Look for faults in your staff, but only with the ob- 
ject of correcting them. 





Refunds are losses, but they must be cheerfully 
made. It is the leak that results from indifferent at- 
tempts to secure the amount of the refund in return 
for other merchandise that counts. 





No two customers are just exactly alike. The suc- 
cess of a salesman depends very much on his ability 
to adjust himself,to the peculiarities of every indi- 
vidual comer. 


ee 
tn 


— SE. 














30 AMERICAN ARTISAN AND HARDWARE RECORD 


August 21, 1920, 


Explains Use of Ozone in Connection with Ventilation. 


The Health of Workers Is Protected and Benefited 
by Odorless Concentration of Ozone in Ventilation. 


Recently there has been a revival of interest in the 
study of the uses of ozone in connection with prac- 
tical ventilation of schools, offices, and workshops. 
One of the foremost authorities on the subject is E. 
S. Hallett of St. Louis, Missouri, member of the 
American Society of Heating and Ventilating En- 
gineers. 

As a result of a remarkably instructive paper 
which he read at a previous meeting of the Society, 
he received a great number of inquiries which could 
not be properly answered in individual letters. 
Therefore, he presented a further study of the topic 
at the semi-annual meeting of the American Society 
of Heating and Ventilating Engineers in St. Louis, 
Missouri. The paper is brief but packed with useful 
information for engineers and ventilating contractors. 
It is as follows: 

The new interest in ozone is a surprise to some and 
is due to a re-study of the whole situation. Many 
of the statements made as a 


ously; that great care should be taken to avoid the 
effect of the “psychology” in the determinations ; that 
means should be provided for the control of the 
ozone concentration. All these things were done in 
the St. Louis schools and are in operation at this 
moment. The results were briefly outlined in my 
previous paper. 

It developed early in the experiments that the chem- 
ical methods of determination of ozone could not be 
utilized for ventilation purposes for two reasons: 
first, the apparatus must be used in all kinds of places 
and under all conditions in which boilers and fans 
are used, and chemical tests are not available; second, 
that odors and such gases as vitiate air are in such 
low concentrations that no chemical means exist for 
their detection and likewise the proper concentration 
of ozone for ventilation is so low as to be measured 
with the accuracy of “rough approximation” only. 

Ozone must now be considered from a new or dif- 

ferent angle. For ventila- 





result of early investigations 
were proven conclusively to 
be erroneous. It has been 
proven beyond question that 
Jordan and Carlson’s state- 
ment that ozone only masked 
odors was untrue. It is evi- 
dent that the useful applica- 
tion of this highly beneficial 
resource of nature has been 
delayed by the activities 
of two classes of charlatans: 
the vendors of portable ap- 


the author. 





The ozone in ventilation must be put on 
the same rigid practical basis as the heating 
system. It must have a s andard of con- 
centration based upon a mechanical unit 
and capable of convenient manual control 
or of automatic control, using chemical 
processes as a check only. 
equipment, kept clean as it must be to be 
effective, no apprehension need be felt that 
results will not follow as indicated by 


tion purposes it must be 
odorless. Some means of . 
stressing the emphasis on 
the odorless concentration 
must be found. The term 
odorless ozone may subject 
one to criticism but this re- 
striction is necessary. Ozone 
must be used with the same 
limitations as heat, except 
that heat control must be 
confined to relatively nar- 
rower limits than ozone. We 


With such 








paratus who had no knowl- 

edge of means of distribution nor of proper concen- 
tration, whose extravagant statements could be real- 
ized only occasionally and accidentally and the pseudo- 
scientists who investigated ozone by reference to the 
“literature” and by attempts to make the experiments 
fit their conclusions. 

In recent years, however, many reliable investiga- 
tors have done really constructive work on ozone. 
Olson and Ulrich cleared up much doubt. In 1913 
and 1914, Dr. M. A. Franklin read papers in .this 
Society that, in the opinion of the writer, argued 
strongly for ozone in ventilation. If laboratory tests 
and scientific proofs could have brought ozone into 
use Dr. Franklin’s work should have done it, but the 
practical engineer and his more practical client have 
not the time or patience to pass on a controversy of 
theoretical scientists and so the question stood in 
abeyance. 

It seemed to the writer that study of the actual op- 
eration of ozone in a full size school with a modern 
blast fan ventilating system under normal conditions 
throughout should be conducted ; that medical supervi- 
sion should be made by the official medical staff; that 
the teachers and pupils should not be “fed up” on any 
theory but that the response should come spontane- 


have warming heat and 
burning heat yet no one discusses the heat of a blast 
furnace in connection with the warming of a school 
room. This, to show the absurdity of dragging into 
the discussion high artificial concentration of ozone. 

Ozone in ventilation is not a stimulant. After two 
years of experience with it in the St. Louis schools 
and in the observation of it in the writer’s home and 
in large offices and stores there is no indication of 
stimulation of the occupants. Stimulants are fol- 
lowed by a reaction or corresponding depression 
which has never been observed with ozone. The re- 
freshing exhilaration and freedom from languidness 
are perfectly normal conditions due to freedom from 
depression resulting from odors and excessive heat. 
It certainly gives relief from excessive heat, not, of 
course, by reducing the temperature but perhaps by 
providing better skin radiation. The effects are not 
psychological or imaginary, for the most striking re- 
sults have been observed where teachers and pupils 
were unaware of the presence of ozone. 

The long continued test in actual conditions has 
proved that the effect has not worn off. Nature has 
a way of adapting herself to new conditions and it 
was interesting to observe that teachers working in 
this odorless air now for the second year were just 
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as quick to detect the absence of the ozone as they had 
been at first. The sense of smell is not dulled by 
ozone in any degree nor is there anything like anes- 
thesia of the senses or other organs. Oxygen is odor- 
less and ozone is received as oxygen until the concen- 
tration reaches a point of irritation when it is recog- 
nized by the odor. 

The discovery that ozone in ventilation prevents 
fatigue is so important that some fuller statement is 
desirable. That it is a fact is attested by all who 
have had irksome duties in this air. The engineer 
has no right to discuss matters of physiology and 
medicine but he might be pardoned for suggesting 
unofficially some things that may be discovered and 
reported in the future. The sense of fatigue may be 
due to the presence of waste matter in the muscular 
tissues. As a higher oxygen content of the blood 
would hasten the removal of the waste, fatigue would 
quickly disappear. 

During the epidemic of influenza of 1918, the 
writer accidentally discovered that very few motor- 
men of the street car service contracted the disease. 
As these controllers emit considerable ozone it was 
surmised that this might be due to the ozone. Fur- 
ther inquiry was made as to the immunity of employes 
in offices having ozone. All that could be found with 
such ventilation reported that none of the employes 
so working had contracted the “flu.” This looked 
like a promising lead. The second epidemic was very 
severe in the city and while. it was at the crest the 
writer called on the house man of the Brown Shoe 
Company which has the main offices supplied with the 
ozone. He stated that of the whole force of several 
hundred persons only two were out with what they 
called the influenza but neither of them lost more than 
three or four days. The floor manager of the base- 
ment of the Grand Leader store stated at this time 
that his absentees list was not greater than at other 
seasons, and that the absentees were at home nursing 
members of their families and that none had suffered 
from the influenza. 

This is most startling information. It can be ex- 
plained only by the fact that ozone increases the oxy- 
haemoglobin of the blood and thereby increases the 
resistance of the body to all disease. About 90 per cent 
of the blood cells are devoted to the oxidization proc- 
ess while the 10 per cent are nutritive. A person will 
live several weeks without food, several days without 
water and two minutes without oxygen. Oxidation 
seems to be the critical process in assimilation. This 
would seem to be a fresh field for physiological and 
medical research. Ozone has been used with great 
success by both inhalation and by incorporation into 
oils in the treatment of pneumonia and tuberculosis. 
Blood tests have shown a rapid increase in the haemo- 
globin of the blood from the inhalation of ozone. 
The medical treatment in the use of iron and arsenic 
for anaemia is for the purpose of making the nutri- 
tive ten per cent of the blood more susceptible of as- 
similation, whereas increasing the oxygen of the 
blood may effect greater results in assimilation. 

This digression is made in the hope of shortly see- 
ing ozone put an end to the numbers of anaemic chil- 
dren that have steadily come from the schools. It is 
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hoped that this perfect air may enable the cities to 
dispense with the open air schools. 


The ozone in ventilation must be put on the same 
ragid practical basis as the heating system. It must 
have a standard of concentration based upon a me- 
chanical unit and capable of convenient manual con- 
trol of automatic control, using chemical processes as 
a check only. With such equipment kept clean as it 
must be to be effective, no apprehension need be felt 
that results will not follow as indicated in previous 
papers. 





Conforms to Scientific Laws. 


The pipeless warm air heater has extended its scope 
of usefulness. From the advertising carried on 
throughout the country it can be seen that this type 
of heating plant is 
proving a_ profitable 
line to handle. Deal- 
ers in all sections of 
the nation are begin- 
ning to sell some make 
of pipeless warm air 
heater. Though built 
on the same principle, 
pipeless warm air heat- 
ers differ in details of 
construction, 

Herewith is illustrat- 
ed the Defender Pipe- 
less Warm Air Heater, 
made by The Monroe 
Foundry and Furnace 
Company, Monroe, 
Michigan. This pipe- 
less warm air heater is 


Defender Pipeless Warm Air Heater, Said to conform to the 
Made by The Monroe Foundry andccientific laws govern- 


Furnace Company, Monroe, Mich- 
igan. ing the proper diffu- 
sion of warmed, healthful air. That it performs its 
function economically is affirmed by the many 
users and dealers who have had an opportunity to put 
this warm air heater to a strictest test. An interest- 
ing point of formation of the Defender Pipeless Warm 
Air Heater is the radiator which is built in one piece. 
Having a large depth and a great air space between 
the central dome and outer circle, this part of the 
Defender Pipeless Warm Air Heater makes for econ- 
omy. It diffuses the heat in such a manner that a 
large volume of air is heated and sent up through the 
register. The big cool air space and the double cas- 
ing separating it from the warm air Chamber insure 
a vigorous movement of the circulation of both the 
cold and warmed air, state the makers. The roomy 
combustion chamber effectively consumes the coal 
gases. The large ash pit and feed door ease the oper- 
ation of the Defender Pipeless Warm Air Heater. 
For the supplying of vapor to the heated air a water 
pan is conveniently placed -in this pipeless warm air 
heater. Write to The Monroe Foundry and Furnace 
Company, Monroe, Michigan, for complete details 
concerning this line of pipeless warm air heaters. 
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Practical Helps for Tinsmiths 


No Two Jobs Are Exactly Alike. 


Metal Worker Has to Meet 
Send Your Problems to Us. 


Therefore, the Sheet 
Each Difficulty as It Comes. 
Let Our Experts Help You. 





PATTERN FOR A SQUARE 
TO ROUND ELBOW. 


By O. W. Kothe, Principal St. Louis Technical Institute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written especially for American 
Artisan and Hardware Record. 

In this drawing we take up a very novel method of 
developing an elbow made in three pieces. It is square 


This permits picking the girth for side pattern, 
The plan view and end sketch are not required in the 
development. They are shown here to classify the 
problem more. 

To set out the pattern for sides, pick the girth from 
the % sectional plan and set off as shown. Drop lines 
and from all points in miter lines project over to cross 
lines in stretchout lines of similar number. This gives 
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Square to Round Elbow. 


be as satisfactory as some of the others we have con- 
sidered, still it offers a diversion. 

Observe there is a bottom, back, sides and top pat- 
tern. The side elevation is used for deriving the 
curved outline of heel, and dividing it in equal spaces. 
The back view gives the miter lines which aid in 
projecting the lines for developing the patterns. 

So first draw the side elevation, giving measure- 
ments to suit, divide the curved heel in equal spaces. 
Next draw the back view, with the half section of 
round base. Where the lines from heel of side eleva- 
tion cross the miter lines in back view, erect them 
into half section plan. 


To set out the pattern for heel or back, pick the 
girth from the heel of side elevation and set below 
Drop lines from all points in miter lines 
of back view into stretchout. This enables drawing 
the outlines of pattern and finishes it. The patterns 
for top and collar are just straight work and need no 
further comment. 


back view. 





Forms New Zinc Corporation. 

The Tennessee Zinc Corporation has been chartered 
at Augusta, Maine, with $750,000 capital. The in- 
corporators are E. M. Leavitt, L. E. Haskell, and 
Ernest L. McLean. 
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A Dirty Shop Has a Bad Influence Upon Owner and 


Workers. Environment Helps Shape Character. 


The Peace and Harmony of a Family as Well as 
the Prosperity of a Shop Can Be Saved bya Broom. 


Written especially for AMERICAN ARTISAN AND 


HARDWARE 


Recorp by J. C. Greenberg, Peoria, 


Illinois. 


(Copyright by J. C. Greenberg.) 


Is your place of business a shop or a dump? 

Please read that question again. 

It does sound ugly doesn’t it? 

Well, I had intended it to sound that way—and it 
does. 

Here is how | came to stumble on to it: 

I happened to call on a sheet metal man friend of 
mine to sell him some goods he needs in his business. 

It was a rainy day. Outside work was impossible, 
and we had a lot of time to talk. 

From one thing to another, our conversation came 
around to high prices. 

My friend was bitter against existing prices and 
called it robbery and many other things not fit for 
publication. 

During his heated discussion, he reached behind 
his cornice brake and hauled out a handful of scrap 
and told me that he paid just half for that tin that 
he did for the tin he has in stock. 

What made him so sore was that the tin he now has 
is the same kind of tin at twice the price. 

At any rate, I secured my order and wished him 
better luck. 

On the way to the next customer, I was still think- 
ing of the cheaper scrap he showed me. 

It must have been at least two years old. 

As I was thinking about this I said to myself: “Had 
he swept his shop at least once 


vironment, and hence, part of you. 

Should it not be a clean and wholesome piace? 

Should it not be a pleasant place which should make 
you love it as you do your home? 

Just imagine this: You leave your home every 
morning for your shop. You have a good home, a 
clean home, a loving wife and may be kiddies, too. 

You kiss them good-bye as you leave for your shop 
to earn the money wherewith to buy the nice things 
of comfort for ‘those you love. 

Then what happens? 

You put the key into your shop door, and bang! the 
shop says good morning to you with a scowl. 

The first thing you see is scrap, dirt, filth, dust, and 
unpleasantness. 

This is a poor way to start a good day’s work, isn’t 
it? 

And remember the men you employ are up against 
the same thing. 

Do you wonder that some sheet metal men do not 
love the business? 

The business is great, but it is framed badlv. Tf 
the place of business were clean, it would be lovable 
and cause pride to grow 

Yes, brother, this is gospel truth. 

What can be better than pleasant surroundings ? 
What tool will be more valuable than a broom. 

Dirt and filth are only a habit. 





in the last two years he would 
have had no cause for aggrava- 
tion.” 

Do you get the point? 

This further led me on to the 
point of cleanliness. 


person thinks. 


His shop was a dump. 

It was aggravating to him and 
recalled unpleasant thoughts. 

Unpleasant thoughts cause dis- 
satisfaction, and 
causes a bad state of mind which 
in turn causes unpleasant expres- 
sion, and loses an opportunity to 


be glad. 


dissastisfactior. 


Do you see how the law of na- 
ture works? 

It is the same in every man’s 
life. Dirt, filth and disorder breed 
contempt of which it is hard to 


get rid. 
Mr. Sheet Metal Man, you 
spend most of your life in your 
shop. vironments. 





Your shop is part of your en- 


Surroundings have a great 
deal more to do wh character 
and success than the average 


may be able to paint a master- 
piece while he is dressed in rags 
and his face and hands bespat- 
tered with pigments. 
can do his best work when the 
circumstances in which he de- 
signs and dreams his master- 
piece are p'easant and inspiring. 
The same is true of every kind 
of work. A dingy, slovenly, 
dirty shop has a bad effect upon 
craftsmanship. A _ slovenly 
worker can not do good work. 
The best worker becomes slovenly ily. 
in a slovenly shop. 
creatures all of our environment. 
But we can control and, to a 
big extent, make our own en- 


Habits are formed so strongly 
that one does not see the wrong 
in it. The habit makes one for- 
get that there is any other way, 
and pretty 
think that there is no use in even 


A great artist soon one begins to 
washing or shaving because one 
will get dirty again, and a clean 
But he shave is out of place in a dirty 
shop. 

Then the little wifey gets sick 
of a dirty habit husband and fam- 
ily’ troubles begin—then good 
night ! 

Listen now. Please do not 
laugh at this: 

I know of a case just like this, 
and a broom saved a whole fam- 
We are I am not joking, because I per- 
sonally wrote the prescription. 

Did you ever stop to think what 
environment is? I have, and here 
is what I found out. 
is composéd of 





Environment 
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things, persons and thoughts. 

There is nothing else that makes environment. 

If the environment is bad, and unwholesome, it 
creates that kind of suggestion doesn’t it? 

We get our thoughts from a suggestion, and our 
thoughts cause us to act because we act as we think. 

Our actions if repeated many times cause habit, 
and our habit causes our character. And finally our 
character is responsible for our reputation. 

If we have clean and wholesome environment where 
suggestion starts, we will have clean and wholesome 
thought, proper action and right habits. This is what 


makes character and finally reputation. 
Now I leave it to you, Mr. Sheet Metal Man. Does 


it pay to have a clean and wholesome shop? [I'll say 


it does. ; 
There is more or less time killed in every shop. You 


can hardly avoid it. 


Why not use that time for a holy purpose. Is not 
cleanliness next to godliness? 
Please do not misconstrue this article. 
Most of 


I do not infer that all shops are dumps. 
the shops I enter are clean. They should all be clean. 

If you have an unclean place, take a good tumble 
to yourself and clean up. 

You will get dead stuck on your shop and work 
twice as well. 

Just try it, and you will bless me when you see me. 

This article on cleanliness is necessary to those who 
have not given the thing sufficient thought. 

There is harm in filth, and health in cleanliness. 

Clean floors, clean windows, and an orderly sys- 
tem is necessary to all business, and your shop is a 
place of business. 

There are no two ways about it. 
great philosopher, and he said, “My worst enemy is 
the friend who will not correct my faults.” 

I want to correct not only a 


Emerson was 1 


I am your friend. 
fault but a positive evil. 

Sometimes we must say things in a raw sort of a 
way to awaken interest. Everything can not be said 
in a refined manner. It depends on the purpose in- 
tended. Get a fellow cross and he will act quicker 
than lightning. The intent of this article is action— 
great sweeping action. 

There is one thing that is satisfying, and it is this: 
Some day we will see elegant shops, clean towels, 
smiling employers, and strikeless workmen. 

I am an optimist and can see these things and en- 
joy them long before they happen. Cheer up, you 
broomless man, and smile. Some day you -will own 
a broom, and then watch the dust fly. Oh Boy! 





Consolidates Two Well-Known 
Trade Publications. 


It is reported in the trade that Edwin A. Scott, 
editor and publisher of Sheet Metal, 156 Fifth Avenue, 
New York City, has completed negotiations by which 
he takes over the ownership and management of 
Metal Worker, Plumber, and Steam Fitter, New York 
City. 
Frank K. Chew, editor of the latter publication, 
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will become associated with Mr. Scott and will con- 
tinue in his present capacity. 

It is said that Sheet Metal will change its name to 
Sheet Metal Worker and will be published twice a 
month instead of only once a month, as at present. 

The other publication will also be published twice 
a month, alternating with the Sheet Metal Worker. 
Both Mr. Scott and Mr. Chew are very well known 
in the trade and have maintained the very highest 
ideals of service along educational lines. _ 





Incorporates a New Sheet 
Metal Company. 


With a capital of $10,000, the Atlas Sheet Metal 
Company has been incorporated at Providence, Rhode 
Island, to make metal products. The incorporators 
are Gustave Collins, Charles Skoglund, and Victor B. 
Lundquist. 


Milwaukee Sheet Metal Men 
Have Jolly Picnic. 


On Wednesday, August 11, 1920, the sheet metal 
contractors of Milwaukee forgot their business and 
motored out to Knebel’s Grove, Mequon, Wisconsin, 
to participate in the annual picnic. All arrived on 
the grounds very early for fear of missing something. 

The Picnic Committee composed of Messrs. Esch- 
enburg, Hammann and Jeske had provided a splendid 





program. 

An elaborate dinner was served at 1:00 p. m. which 
was enjoyed by all those present. 

In the afternoon a six inning game of baseball was 
played. The Sheet Metal Contractors headed by Mr. 
Wm. Hammann defeated the Tinners headed by Mr. 
A. C. Scheder, by a score of 11 to 5. The wonderful 
pitching done by Edwin Wollager, Secretary of the 
John Pritzlaff Hardware Company, for the sheet 
metal contractors was the feature of the game. 

Cigars were distributed by the John Pritzlaff Hard- 
ware Company, H. H. Wherry and A. Madsen. 

All were having such a good time that it was only 
with considerable persuasion that some were finally 
induced, after darkness had overtaken them, to leave 
the scene of their day’s enjoyment and turn their head- 
lights towards home. . 

Those who participated were: 

O. A. Hoffmann John Bogenberger 

Herman Bretzel and Son Paul L. Biersach 

Frank E. Downey Louis. Eschenburg 

Alex Goethel Wm. Gallun 

D. D. Green August Graunke 

Wm. Hammann Edward Hoffmann 

J. M. Hollitz R. F. Jeske 

Otto Jeske Aug. Klubertanz 

A. C. Scheder Henry Pluckhan 

Adolph Schumann Herman Schaetzke 

E. B. Tonnsen Chas. Mueller 

Edwin Wollager H. H. Wherry 

H. Killian G. H. Eggert 





He who has to deal with a blockhead has need of 
much brains and a great measure of patience. . 
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Submits a Constitution on Industrial Relations. 


Open Shop, Collective Bargaining, Obligation to Produce, 
Community of Interests, Supremacy of .Public’s Rights. 


Sheet metal contractors are not exempt from the 
pressure Of labor difficulties. The industrial prog- 
ress of the country will not have its energies directed 
into proper channels until some basic solution of the 
general problem is worked out. Therefore, every 
contribution toward a constructive plan of action de- 
serves careful consideration. This is particularly true 
of the statement of fundamental principles of indus- 
trial employment relations adapted from the report 
of the Chamber of Commerce of the United States 
by the ¢ ‘ommittee on Labor of the Associated General 
Contractors of America. It is herewith reproduced 
for the benefit of our readers: 

The strict application of the injunction, “thou shalt 
love thy neighbor as thyself,” would solve most of 
the ills incident to human relations. No further state- 
ment of principle would be necessary. 

But as men are constituted, while a considerable 
proportion of them would admit the righteousness of 
the injunction, few could lay 


Commerce Statement, modified by the omission of 
details, but retaining the fundamental principles that 
underlie all employment relations. 
That statement, therefore, with such changes as will 
serve to increase its applicability, is herewith offered. 
It is the Constitution of Industrial Relations. It is. 
the standard of measure for the special rules, or 
Statutes, that must be framed for the specific indus- 
try concerned. 
FUNDAMENTAL PRINCIPLES OF INDUSTRIAL EMPLOY- 
MENT RELATIONS. 
Preamble. 
Employment reiations should accord with and ex- 


press ideals of justice, equality, and individual lib- 
erty. The terms of employment should conform to 
the essential requirements of economic law and 
should, through intelligent cooperation, based on a 
recognition of mutuality of interest, conduce to high 
productive cfhciency. They should reflect an effort 
to realize ideals of individ- 
ual and social betterment. 





claim to using it as an un- 
varying guide in daily prac- 
tice. This, after all, is 
merely another way of stat- 
ing that humanity is. still 
very far from achieving per- 
| enlightened. 

Hence, it is encouraging 
to find that, in frank recog- 
nition of their ethical limita- 
tions, various groups of men 
are reaching out in the en- 





There is a mutuality of interest among 
employers, employes, and investors. Their 
interests as well as the public interest must 
be defined and protected and to this end 
public opinion must be kept informed and 


The interest of the public, 
which includes every indi- 
vidual in the community, is 
paramount. It is composed 
of interdependent interests 
whose just balance necessi- 
tates that impartial justice 


The first step toward industrial peace Un te aiiek tm einer tails 
be a realization of the interdependence of all | |: ..... 
elements related to industry and a recognt- 
tion of their responsibility one to another. | «oc; unnne nal. 


There is a mutuality of 





employes, and_ investors. 





deavor to discover and to 
establish principles that, 
while constituting an approach to an ideal not yet fully 
attainable, will meet the conditions of an imperfect 
present. 

Evidence of this is most clearly observable in the 
struggle to interpret and establish relations between 
employers and employes. Here is needed a declara- 
tion of principles so basic, so wide in scope, so fair 
in application, so clear in expression, that it may be 
accepted as a constant measure of the justice and wis- 
dom of the temporary devices that must be framed 
to meet fluctuating conditions. 

Such a declaration the undersigned Committee has 
widely, but unsuccessfully, sought. The closest ap- 
proach to it they have found in the Statement of Prin- 
ciples enunciated by the Chamber of Commerce of the 
United States (February 2, 1920) and included in 
Referendum No. 31 on the report of the committee 
on Industrial Relations regarding employment rela- 
tions (June 9, 1920). 

A multitude of tongues, saying the same thing in 
different ways, produce nearly as much confusion 
as if they were saying different things. In this belief, 
the Committee has felt that the ends of clarity and 
uniformity would best be met by adopting the form 
and phraseology of the United States Chamber of 


Their interests as well as 
the public interest must be defined and protected and 
to this end public opinion must be kept informed and 
enlightened. 

The first step toward industrial peace will be a 
realization of the interdependence of all elements re- 
lated to industry and a recognition of their responsi- 
bility one to another. 

In government and public service employment the 
orderly administration of government must be as- 
sured, and the paramount interest of the public pro- 
tected. 

Briefly stated, Justice to all interests, Cooperation 
between employer and employe, produces Service to 
the public. 

I—The Employment Relation. 

Every person possesses the right to engage in any 
lawful business or occupation and to enter, individu- 
ally or collectively, into any lawful contract of em- 
ployment either as employer or as employe. 

II—The Open Shop. 

The right of employer and employe to enter into 
and to determine the conditions of employment rela- 
tions with each other (without reference to the affilia- 
tion or non-affiliation of either with any organization) 
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is an individual right of free contract possessed by 
each of the parties. 
III—Right of Association. 

All men possess the equal right to associate volun- 
tarily for the accomplishment of lawful purposes by 
lawful means. The association of men whether of 
employers, employes, or others, for collective action 
or dealing, confers no authority over and must not 
deny any right of those who do not desire to act or 
deal with them. 


IV—Responsibility of Combinations.  — ss 
The public weltare, the protection of the individ- 


ual, and sound employment relations equally require 
all associations or combinations be subject to the 
authority of the State. As the public interest 1s para- 
mount, full publicity of facts of industrial relations 
is necessary. 
V—Obligation to Secure Production. 
To develop, with due regard for the health, safety 


and well-being of the individual, the maximum ca- 
pacity and output required of industry is the common 
social obligation of all engaged therein. 


VI—Wages and Management. - 
The wage of labor must be drawn from the product 


of industry and must therefore be earned and meas- 
ured by its contribution to production. All employes 
are entitled to complete business information in mat- 
ters affecting the terms of their employment; and 
frankness is essential. In order that the worker, in 
his own and the general interest, may develop his full 
productive capacity, it is the duty of management to 
assist him to secure regular employment suited to his 
abilities, to furnish him with incentive and opportunity 
for self improvement, and to provide proper safe- 


guards for his health and safety. . 
ViI—Hours of Labor. 
The number of hours in the work day or week in 


which required maximum output, consistent with the 
well-being of the workers, can be maintained in a 
given industry should be ascertained by careful study 
and never should be exceeded except in case of emer- 
gency. One day of rest in seven, or its equivalent, 
should be provided. 


VIII—Adjustment of Employment Relations. 
Adequate means satisfactory both to the employer 


and to his employes, and voluntarily agreed to by 
them, should be provided for mutual discussion and 


adjustment of employment relations. 
IX—Community of Interest. ; 
The greatest measure of reward and well-being for 


both employer and employe, and the full social value 
of their service to the public must be sought in the 
successful conduct and full development of the indus- 
trial establishment in which they are associated. In- 
telligent and practical cooperation based upon a mu- 
tual recognition of this community of interest con- 
stitutes the true basis of sound industrial relations. 


X—Government Employment. ; 
The State is sovereign and can not tolerate a di- 


vided allegiance on the part of its officers and servants. 
While the right of government employes, national, 
state or municipal, to be heard and to secure consid- 
eration and just treatment should be amply safe- 
guarded, the community welfare demands that no 
combination shall be permitted to prevent or impair 
the operation of government or of any governmental 
function. 
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NOTES AND QUERIES. 


Information Bureau for 


Our Subscribers. 


“Gemco” Spring Auto Bumpers. 


From Wahler Brothers, 2553 North Halsted Street, Chicago 
Illinois : ‘ 


Please advise who 
Spring Auto Bumpers. 
Ans.—Gemico Manufacturing Company, 
Pierce Street, Milwaukee, Wisconsin, 
Brass Flanges. 
From C. A. Patterson, Kingman, Arizona: 

Kindly advise where I can secure brass Hanges 
for corrugated tanks. 

Ans.—Lunkenheimer Company, Beekman and 
Waverly Street, Cincinnati, Ohio; McRae and Rob- 
erts Company, 227 Campbell Avenue, Detroit, Michi- 
gan; Newman Manufacturing Company 68 West 
Washington Street, Chicago, Illinois. 

Wholesa!e Hardware and Plumbing Houses. 
From Lee Balie, Parker, South Dakota: 

Will you kindly furnish us with a list of wholesale 
hardware and plumbing houses in California ? 

Ans.—Harper and Reynolds Company, Inecorp- 
orated, 152 North Main Street, Los Angeles ; Hoffman 
Hardware Company, 229 South L. A. Street, Los 
Angeles ; Miller-Enwright Company, 907 Front Street, 
Sacramento; Thompson-Diggs Company, Third and 
R Streets, Sacramento; Baker, Hamilton and Pacific 
Company, 700 7th Street, San Francisco; Dunham, 
Carrigan and Hayden Company, 2 Kansas Street, San 
‘Francisco, (hardware only); Holbrook, Merrill and 
Stetson, Sixth, Bluxone and Townsend Street, San 
Francisco; Sloss and Brittain, 77-79 Beale Street, 


San Francisco, (hardware only) ; all of California. 
Coppered Wire and Black Iron Rods. 


From the Standard Furnace and Range Company, 501 West 
Main Street, Louisville, Kentucky: 


Can you advise us who handles coppered wires and 
black iron rods 1% inch and 3/16 inch? 

Ans.—The Steel Sales Corporation, 129 South 
Jefferson Street; Detroit Copper and Brass Rolling 
Mills, 111 North Jefferson Street; both of Chicago. 
2. The Steel Sales Corporation, 129 South Jefferson 
Street, Chicago, Illinois ; Alloy Steel Products Corpor- 
ation, 19 West 44th Street, New York City; Kidd 


Drawn Steel Company, Aliquippa, Pennsylvania. 
“Three Heat” Electric Iron. 


From the McQuesten Hardware Company, 
Second Street, Muscatine, Iowa: 


Who manufactures the “Three Heat” Electric Iron? 
Ans.—The Waage Electric Company, 12 South Jef- 


ferson Street, Chicago, Illinois. 
Address of A. D. Armstrong. 
From G. B. Watrous Sons, Waukegan, Illinois: 
Can you give us the address of A. D. Armstrong, 
of Chicago, maker of straight levels? 
Ans.—7233 East End Avenue. 
Cold Rolled Copper and Brass. 
From Otto Schuman, Grand Rapids, Wisconsin: 
Where can I buy cold rolled copper and brass? 
Ans.—Merchant and Evans Company, 347 North 
Sheldon Street; Metal Products Company, Incorpor- 
ated, 100 South Jefferson Street; Detroit Copper and 
Brass Rolling Mills, 111 North Jefferson Street ; Steel 
Sales Corporation, 129 South Jefferson Street, (brass 
only) ; all of Chicago. 


manufactures the “Gemeo” 


South 


123-125 West 
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[llustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 


1,347,288. Fruit and Vegetable Peeling Attach- 
ment. Adoph Olevin, Detroit, Mich. Filed June 27, 
1919. 

1,347,354. Washboi:er. Antonio T. Timesci, San 
Jose, Calif. Filed Dec. 5, 1919. 

1,347.357- Guard for Metal Pails. John C. Wright, 
Syracuse, N. Y. Filed Aug. 28, 1919. 

1,347,371. Ax-Handle Shield and Fastening. Wil- 


liam Thomas Hatten, Hay Creek, Ore. Filed April 
29, 1919. 
1.347.383. Funnel. William F. 
N. Y. Filed Oct. 7, 1919. 
1,347,432. Saw Handle. Percy C. Abbott, Dum- 
barton, Va., assignor to Hardware Specialty Co., Inc., 


Kendt, 


Richmond, Va., a corporation of Virginia. Filed 
Sept. 30, 1918. 

i,347,489. Sieve. Samuel L. Bateman, Newark, 
N. J., assignor of one-half to George A. Lobsitz, 


Newark, N. J. 
i ,347,529. 

Orleans, La. 
1,347,503. 


Fiied March 15, 1920. 
Fishing Reel. John A. Wherry, New 
Filed March 18, 1919. 
Mop Frame and Handle Coupling. 
Original application 
Divided and 


Franklin P. Toof, Paducah, Ky. 
filed April 17, 1916, Serial No. 91,769. 
this application filed Dec. 21, 1917. 
1,347,579. 
son, Chicago, II]. 


Hose Clamp Tool. Bernhardt Henrik- 
Filed Sept. 21, 1918. 


























Buffalo, 





Stepladder. August Swanson, Cedar 
Filed March 8, 1920. 

1,347,017. Washing Machine. Reed J. Clark, Jr., 
Youngstown, Ohio. Filed Sept. 29, 
1,347,098. Dish-Washing 
Hipes, Santa Barbara, Calif. 

1,347,718. Igniting Device. 
las, Tex. Filed Feb. 7, 19109. 


1,347,000. 
Rapids, lowa. 


1919. 

Machine. Margaret 
Filed Aug. 29, 1918. 
Carl H. Shuford, Dal- 


1,347,740. Reamer. Frank W. Hack, Chicago, 
Ill. Filed Dec. 6, 1918. 
1,347,844. Door Opening and Closing Mechanism. 


Howard E. Doan, Joliet, Ill. Filed March 24, 1919. 

1,347,906. Insect Trap. William D. Johnson, Oak- 
land, Calif. Filed June 28, 1919. 

1,347,948. Match-Scratcher. William Penn Hall, 
Cedar Falls, N. C. Filed Aug. 15, 1910. 

1,347,975. Reversing Gear for Washing Machines. 
Rudolph F. Settlage, St. Louis, Mo. Filed Aug. 209, 
1919. 

1,348,028. Door Lock. Cecil R. Martin, Sterling, 
Ill., assignor to Frantz Manufacturing Co., Sterling, 


Ill., a corporation of Illinois. Filed July 29, 1918. 


1,348,048. Cooking Utensil. Rose Pfeffer, San 
Jose, Cal. Filed Nov. 4, 1919. 

1,348,102. Clothespin. Paul Freyholtz, Fairfax, 
Minn. Filed Aug. 16, 1918. 














1,347,489 
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Weekly Report 


General Conditions in the Steet Industry. 


RECORD = August 21, 1929, 


of the Markets 


Review of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





SLOWING DOWN OF STEEL OUTPUT 
IS DUE TO TRAFFIC CONDITIONS. 


The cumulative effects of traffic difficulties, labor 
inefficiency, fuel and raw material shortage ever 
cropping up in unexpected moments, large accumu- 
lations of finished steel products backed up on orders 
long since booked and awaiting shipment, and the re- 
stricted output of finished material last month have 
decreased the operations at the iron and steel mills 
plants of the country to an average of 50 per cent 
of normal with the exception of Birmingham, whose 
rate of production is near capacity. 

The rate in and around Pittsburgh is around half 
of capacity, and the Pennsylvania Railroad embargo 
continues in force. 

In Chicago’the steel mills of the leading interest 
are down to 20 per cent of normal while the inde- 
pendents are operating between 55 and 60 per cent 
of capacity. 

The Buffalo plants are doing better but are on a 
hand to mouth basis as for fuel and raw materials. 

Production at the rolling mills of the Inland Steel 
is at the rate of 60 per cent and the Wisconsin Steel 
Works are down to 55 per cent. 

The strike at the Reading Iron Company is still in 
force and the average production of the mills of the 
independent manufacturers of wrought iron pipe in 
the Pittsburgh district is below 10 per cent of nor- 
mal. 

The increase in freight rate will amount to 10.80 
cents per 100 pounds from Pittsburgh to New York 
on finished steel carried by jobbers. 

As to the raise in warehouse prices in New York 
various opinions are heard. One jobber has decided 
to advance prices from 2% to 3 per cent at an early 
date. 

On the other hand another jobber says that large 
stocks carried over by the mills and contracted for 
some time ago at a comparatively low figure will be 
made available by the anticipated betterment of trans- 
portation and that he will not raise prices. 

Warehouse merchants of New York are also ex- 
pressing contrary opinions as to steel movements in 
and out of the city, and whereas some are very well 
satisfied with the present movement others complain 
that the traffic situation is the worst yet. 


Steel. 


The decided falling off in the demand for automo- 
bile and ship steel has been offset by the demand 
from the manufacturers of agricultural machinery 
and large contracts from the makers of railroad 
equipment are expected to make an early appearance 
in the market. 

Automobile manufacturers and part makers in De- 


troit have curtailed operations from 10 to 75 per cent 
and their cancellations of contracts with steel mills 
has been a depressing factor, mostly psychological, in 
the steel market. Those factories which have not as 
yet restricted their output are Ford, Dodge Brothers, 
Cadillac and Buick. 

It is reported from Youngstown that wire products 
are up on an average of $5 in that district and that 
galvanized sheets are 10 cents instead of 9 and 9.50 
as quoted elsewhere. 

On the other hand semi-finished products are 
easier, one lot of sheet bars having been sold recent- 
ly for $65, which is $10 or $15 below the market 
price. 

This weakening is directly attributable to poor 
transportation, which is inadequate to furnish the 
manufacturing consumer with enough raw materiai 
and fuel for him to maintain a high rate of opera- 
tion. 


Copper. 

The demand for electrolytic copper from domestic 
consumers continues to be confined to relatively small 
tonnages for August, September and October ship- 
ment. 

Very little demand is experienced for November 
and December shipment, although last month some 
business was done by producing interests for ship- 
ment over the last quarter of the year. 

Current business continues to be taken by produc- 
ers at 19 cents delivered for shipment over the next 
few months. 

There is reason to anticipate improvement in bus- 
iness in September but much depends upon transpor- 
tation conditions. 

Structural steel work will undoubtedly be more 
active in October, which indicates that there will also 
be a better call for copper. 

Export sales by largest interests continue light 
but there seems to be reason to expect more satisfac- 
tory contracts next month. 

Shipments continue to be mainly to France and 
Great Britain. Thus far in August about 5,000 tons 
have been exported from Atlantic ports, which would 
seem to indicate a heavy falling off as compared with 
previous months of the year. 

In the outside market business is extremely dull and 
there is a little more pressure to sell electrolytic for 
August shipment at 18.50 cents f.o.b. refinery, in fact, 
for August specifications, it is probable that this price 
would be shaded slightly. 


There is very little interest in September and Oc- 
tober shipments, however, and prices are nominal at 
18.62% cents to 18.75 cents f.o.b. refinery. 

That production still overlaps demand is seen in 
the steadily declining stocks of the various mining 
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companies whose increased operating costs on top of 
q declining market have eaten into the profits. 

Copper prices today are nearer the actual cost of 
production than any other metal with the possible ex- 
ception of zinc and many of the copper companies will 
do well to end the year without an actual deficit. 

Shares of the long established copper mining com- 
panies are today selling at the lowest prices in 15 
years and those of more recent origin at the lowest 
prices in their history. 


Tin. 

There is quite a firm undertone to the market here, 
particularly on futures which are now held at consid- 
erably over spot, but spot stocks are decreasing and 
it would take very little demand to advance the price 
of all kinds. 

Banca tin on spot has already become quite scarce 
and 99 per cent tin is more difficult to buy because 
the holders find they cannot replace futures to advan- 
tage. 

It is quite significant how indifferent to orders the 
Chinese holders are at present, some of the limits be- 
ing as high as 46 cents per pound. 

This may lead to a demand for some of the cheaply 
held lots of spot No. 1 at around 43.50 cents. Elec- 
trolytic is also scarcer and taken altogether the mar- 
ket is ripe for an improvement but is being kept down 
by the lack of American buying interest. 


Lead. 


The strengthening technical position of lead is re- 
flected in the advancing price, first by the leading pro- 
ducer, last week, and then by the outside market, which 
advanced the price of spot lead from 9.15 to 9.25, New 
York, and from 8.80 to 9, St. Louis. 

The “official” price remains at 9g cents for New 
York and 8.75 for St. Louis. 

A rate of production below the rate of consump- 
tion and dwindling reserves are making’ themselves 
felt, and stocks for sale are offered with reluctance. 

London sellers are offering September lead, duty 
paid in New York, for 8.60 cents; 400 tons of lead 
arrived from England in this country Monday. 

Lead receipts in St. Louis last week totaled 34,780 
pigs, as against 37,690 the week before. 

Receipts this year amount to 1,656,590 pigs, as com- 
pared with 850,560 for the corresponding period last 
year. 

Shipments from St. Louis last week amounted to 
37.450 pigs, as compared with 31,230 the week before ; 
shipments this year are 1,223,055 pigs, as against I,- 
220,750 pigs for the corresponding period last year. 

A further advance has taken place in the Chicago 
market. American pig lead went up from $9.90 per 
100 pounds to $10.10, and bar lead from $10.40 per 
100 pounds to $10.60. Full coils of sheet lead in- 
creased from $12.00 per 100 pounds to $12.50, and cut 
coils from $12.25 per 100 pounds to $12.75. 


Solder. 


Prices of solder in the Chicago market are as fol- 
lows: Warranted, 50-50, per 100 pounds, $33.50; 
Commercial, 45-55, per 100 pounds, $30.80; and 
Plumbers’, per 100 pounds, $29.50. 
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Zinc. 

The recent upward tendency of the domestic zinc 
market, coupled with the restricted output and de- 
creasing stocks on hand, has stimulated consumers 
into activity and inquiries are coming in at a faster 
rate than in a long time. 

The spread of labor troubles at the mines and smel- 
ters, causing further curtailment of production, is the 
immediate cause for the last two increases. Monday 
the price of spot New York metal was 8.35, as against 
8.25 at the close of trading last week; the St. Louis 
prices rose from 7.90 to 8, with dealers not at all 
anxious to sell. 

An advance of 10 cents per 100 pounds for zinc 
in slabs occurred in the Chicago market. 


Tin Plate. 


Reports from Pittsburgh indicate that the produc- 
tion of tin plate is estimated at about 65 to 70 per 
cent of capacity, although one independent producer is 
operating almost at capacity. 
are on about the same basis as produc- 
While stocks have shown some reduction dur- 
ing the past week, it is not so marked as it was the 
week previous because of the lack of improvement 
in the car supply. 

Sales of tin plate from stock are reported at $8.50 
to $9.50 a box while the market range is quoted at 
$7 to $8.50. 


Sheets. 

On the basis of orders and contracts entered by the 
sheet mills, the sheet market is practically sold out to 
the end of the year, as to almost all producers, and 
to some time in February as an average date, assuming 
moderately heavy operations, say half way between 
the average of the past few months and an absolutely 
full operation. 

It was recently announced that the independents 
had orders and contracts on books involving a trifle 
over 800,000 net tons of blue annealed, black and gal- 
vanized sheets. 


Old Metals. 


Wholesale quotations in the Chicago district which 
may be considered nominal are as follows: Old steel 
axles, $33.50 to $34.50; old iron axles, $41.50 to $42.50; 
steel spring, $25.50 to $26.00; No. 1 wrought iron, 
$24.50 to $25.00; No. 1 cast, $35.50 to $36.50; all net 
Prices for non-ferrous metals are as follows, 


light brass, 7% 


Shipments 
tion. 


tons. 
per pound: Light copper, 12 
cents; lead, 6 cents; zinc, 4% cents; 


cents ; 
cast aluminum, 


20 cents. 


Pig Iron. 

Pig iron prices continue to advance and recently a 
valley market sold several thousand tons of basic for 
$45.50 furnace to a Pittsburgh interest and No. 2 
foundry iron is now quoted from $47 to $50 valley 
furnace. 

The price of Virginia iron has been increased from 
$47 to $50 base furnace by the leading’ producers of 
that section and Philadelphia interests are buying Bir- 
mingham iron for $42 and paying from $6 to $6.50 
freight on it. 
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manufacturer to guarantee his price for any given length of time. 





METALS 





PIG IRON, 


Southern Fdy. No. 2 46 


Lake Sup. Charcoal.. 57 50-60 5 


BFalliea Ble ..ccccccces 45 


FIRST QUALITY BRIGHT 
TIN PLATES. 


Per boxy 


{c 14x20....112 sheets $16 


[IX 14220... ccccccccces 18 
[xXx 14Z20.. cc ccccccces 20 
CXXM 14K20... cece ceeeees 21 
(XXXK 14X20... . eee eeeee 23 
Ic 20X28... weccecvecess 33 
[X ZOEZE. wc cecccccccee 37 
(XX 20X28... cece evcccce 40 
TXXNK 2OKZB......ccccceee 43 
TXXXX 20x28... ..ceccces 46 


COKE PLATES. 


Cokes, 180 Ibs..... 20x28 $19 80 
Cokes, 200 lbs..... 20x28 20 00 
Cokes, 214 lbs..... IC 20x28 20 

Cokes, 270 lbs..... IX 20x28 24 09 


BLUE ANNEALED SHEETS. 


PS cscs ck euns per 100 lbs. $7 02 


ONE PASS COLD ROLLED 


BLACK. 
No. 18-20........ per 100 Ibs. $7 80) 
No. 323-24....cc0- per 100 lbs. 7 85 
He. Baoccccccsvess per 100 lbs. 7 90 
NO. BT. cccccccces per 100 Ibs. 7 9 
NO. B8.cccccccece per 100lbs. 8 0 
Oh Biscccsacecnt per 100 lbs. 8 10 
GALVANIZED. 

Se, Bisdcvwwosnas per 100 lbs. $9 75 
Me. BOBO. cccccas per100 lbs. 9 90 
e.. Sees od cenca per 100 Ibs. 10 05 
A Bessccececces per 100 lbs. 10 20 
Pk Dleeessaensus per 100 Ibs. 10 
P,. Bbaccccceenas per 100 lbs. 10 50 
PPE. - Bei wrcececees per 100 Ibs. 11 Ov 


WELLSVILLE POLISHED 


STEEL. 
He. BBBBs cc ccces per 100 Ibs. $9 65 
We. BR-B6. ccccves per100 lbs. 9 75 
TO. BWeccccvecve --per100 lbs. 9 85 
HO. Blo cccccces --per100 lbs. 9 95 


KEYSTONE HAMMERED 
POLISHED STEEL. 


Discontinued. New product will 


be announced later. 


BAR SOLDER. 


Warranted, 
Ge «secesas per 100 lbs. $33 50 
vommercial, 

OBEE ccvcaees per 100 lbs. 31 50 
Plumbers’ ...... per 100 lbs. 29 50 
ZINC. 

Oe CO 6 cttw endacndetigud $8 80 


S_JEET ZINC. 


2 a eee 15c 
Less than cask lots....15%4-15%ec 


COPPER. 


Copper Sheet, mill base..... 29%ec 





Smokeless 
medium grades, 
Less 18% 
Smokeless 
Powder, high grade, Less 18% 


with 


eee eee ee eee wee eee 


with 


eee eee eeee 


Leader Grade 
Less 15% 


Black Powder........ Less 15% 








LEAD, 


PIS ccccecvccecses 


....per 100 lbs. $12 
....-per 100 Ibs. 


TRC eee e eee ee eee 


ee ee ee ee 


AMMPFNITION. 


Shells, Loaded, Peters. 


Loaded with Black Powder, 
Less 18% 


Smokeless Repeater Grade, 
Less 15% 


eee eee ee ee ee 
were ete eee ree eee ee 


eee ee were wee ewes 


Gun Wads—per 1000. 
7-8 gauge 10&74%% 
9-10 gauge 10&7%% 
11-28 gauge 10&7%% 


DuPont’s Sporting, kegs...$11 


” \% kegs 


DuPont’s Canisters, 1-lb... 
Smokeless, drums 43 


i kegs.. 
“ % kegs... 
ss canisters 


“E.C.” and “Ia- 
50 can drums.. 


“B.C, MeSScccces 
“E.C.”, %%-kegs... 
“Infallible’, 25-cas\ 


“Infallible,” 10 can 


“E.C.”, %4-kegs... 
“—3.C" esd “Ta- 
canisters ..... ° 


Hercules W_ A. .30 Cal. Rifle, 


Lightning Rifle, 
Hercules Sharpshooter Rifle, 
Hercules Unique Rifle, can- 


eeteeeeee eee eeeee 


Hercules Bullseye Revolver, 


ANVILS. 
Solid Wrought.....23 & 23% per ! 


ASBESTOS. 


nd Paper, up to 
.--17¢c per lt 


ee e+ A8e per Ih 


~a oc 





Pounds.... 10 16 20 25 
Per 1,000..$5 00 6 50 750 9 00 


AUGERS. 


Boring Machine....... 40 @40&10% 
BFWES ccccce eccccccccce secs 
Carpenter’s Nut......... 2022 -50% 


Hollow. 
WORRIES: .6cccces per doz. 30 00 


Post Hole, 


Iwan’s Post Hole and Well. ..30% 
Vaughan’s, 4 to 9 in 


+aneeed0esaes -per doz. $14 00 
Ship. 
Ford's, with or without 
SOIOW cccveve coccccce cleat Mat 
AWLS. 
Brad. 


No. 3 Handled....per doz. $0 65 


First Quality, Single 





First Quality, Double 
Bitted .........per doz. 22 50 


Warren’s Natl. Blue, 3% 
to 4% Ib..Prices on application 


The above prices on axes of 3 
to 4 lbs. are the base prices. 


BAGS, PAPER NAIL, 


BALANCES, SPRING. 


Medium Willow... ” 17 00 


Center 
Countersink. 

No. 18 Wheeler’s ..per doz. $2 26 
No. 20 ee 
American Snailhead 








Large Willow..... 


Calvanized 1 bu. 1% bu. 





Per doz.......... $16 98 $12 72) 





Carpet. 
No.7 Tinned Spring Wire..$1 1e 
No. 8 Spring 


pered 


No. 9 Preston 
Egg. 


No. 50 
No. 102 
No. 150 


No. 10 Heavy hotel tinned 2 1e 


No. 13 
No. 15 
No. 18 


Hand 


8 9 10 12 
Per doz. $1150 1300 1475 18 00 
Moulders’. 


12-inch 


Call, 


3-inch Nickeled Rotary Bell, 
Bronzed base...per doz. $5 66 


New Departure Automatic $7 60 


Hand Bell polished. List plus 15% 


No. 1050 Handled . 1 40! cow. 
Shouldered, assorted 1 to 4, 
ecccrcceccccce --per gro. 4 00 Kentucky 
Patent asst’d, 1 to 4 - g5| Door. 
| Harness. Rotary. 
COMMON .ccccccecs ns 1 05 ; és 
DN d26Ge00e000 = 1 00 fa 
3 
Peg. 
Shouldered ....... - 1 60| Hand, 
Patented ..ccccose ” 75 
White Metal 
Scratch Nickel Plated...... 
Swiss 
No. IS, socket 
a 2a per doz. 2 50|Miscellaneous, 
No. 344 Goodell- Church 
Pratt, List, less....... 35-40% alloys 
No. 7 Stanley..... “ 2 25;/Farm, Ibs... 
Each 
AXES. 


ee ree ee 


Bitted, 3 to 41b., per doz. 16 50/5t@anley iron handle 


Zinced 
Broad. OED ccccccees 
Plumbs, West, Pat.........- List|Brass, plated 
- Cam. POt.cccccces $69 00 
Firemen’s (handled), 
coves --per doz. 21 00 
Auger. 
Single Bitted (without handles). 
Prices on Ford Car 
VW/arren Silver Steel. .application Ford’s Ship 
V/arren Blue Finished - Irwin ...sece 
Russell Jennings... 
Double Bitted (without handles). 


Clark’s Expansive........33%% 


Steer’s Small list, $22 60..5% 


Irwin Car 


Ford’s Ship Auger pattern 
Gc ccesseesaes 


eee ee ee eee ee eee ee) 


Mahew’s Filat.... 


Sight Spring........esses- -+.-Net 
traight ........-. evccecceeoees Net wes 
Dowel. 
BARS, CROW. Russet 
Pinch or Wedge Point, Gimlet. 


Standard Double Cut Gross $8 40 


eee reese 


Standard Square.....Doz. 
American Octagon... 
“ 20 00 Screw Driver. 

No. 1 Common...... 
No. 26 Stanley...... 


POP CWt..cccccece ---$8 00 to $9 00 
Nail Metal 
BASKETS. ut 
‘| Clothes, Reamer. 
Small Willow..... per doz. 15 00 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 


publication containing Western Hardware and Metal prices corrected weekly, 


The prices and discounts quoted on this and the following pages, are, for the most part, subject to change without no- 


tice. Owing to the unsettled condition of the markets and the shortage of imaterials it is practically impossible for any 


Imp. Dover..., 


seeseeee-Per doz. 20 0@ 


-in. Old Copper Bell... 6 00 


-in. Nickeled Steel Bell 6 00 
3%-in. Nickeled Steel Bell 6 6¢ 


eee ee ee ee 


----$3 00 375 5 50 7 26 


BEVELS, TEE. 


ee ee ee 


Gross $4 00—$5 60 
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BLACKING, STOVE, (See Polish) 


BLADES, SAW. 


Butchers’. 
Standard, % & 1%- -in.....Nets 


Clock Spring...-+-++eeseees ci 
Star set eeeeeeeee secceee 
Hack. - 
INB «cee scces eecccccccers 
=— cocsceccs ccccccccccccc INOS 
‘Wood. 
ton 
_ a 6 66 26 
$8 00 $8 50 $8 Ov 
tkines 
= -aeeeee 2 14 18 
$3 85 $6 56 $4 75 
BLOCKS. 

Wooden PPVTTTTITIT TTT Tr 20% 
Patent ....---seee- ee ee 20% 
BOARDS. 

Steve. 
Wabash Crystal.......Net Prices 


Wabash Art Inlay.... 
Wabash Embossed.... 


Toe. 
Wash. Blunt and medium, 1 prong, 
No. 760, Banner Globe, DEF BOO Feb cccscccccess 6 20 
(single) ........per doz. $5 25, Sharp, 1 prong, per 100 Ibs 6 70 
No. 652, Banner Globe, 
(single) ........ per doz. 6 75 
Wo. 801, Brass King per doz. 8 25 
No. 860, Single—Plain CANS. 
PUMP ccccesccccccceccee 6 BF 
Milk. 
 - . 
LTS. als...... 8 0 
ae s Each ry 00 $5 15 $5 15 
Carriage, Machine, etc. Iowa Patterns. 5 3 10 
Carriage, cut thread, %x6 Each $4 00 $5 15 $5 15 
and sizes smaller and 
BHOTteP cccccccccccccceces 30% 
Carriage, sizes, larger and 80 
longer than MS ccccccse %o y y . 
Machine, %x4 . sizes CAN OPENERS 
smaller and shorter...... 35% 
Machine, sizes larger and See Openers. 
longer than %x4......... 25% 
BOVE ccvccoccececeses ---50-10% 
MIS ccccccecssecs Seeeeees 40-5% CAPS, GUN. 
Mortise, Door. . 
Gem, IFON...ccsccccce 020 b% See Ammeuntiven. 
Gem, bronze plated........ 5% 
Barrel CARPET STRETCHERS. 
Gees ssccccoee cececece ecccee Nets 
WHOM ccccccececcccs esses “ [See Stretchers. 
Wrought, bronzed cece - 
Flush. 
ee ice CARRIERS. 
8pring. Hay. 
Wrought .....sseereeeeees a Diamond, Regular...each, Nets 
Wrought, heavy... se reeeee Diamond, Sling...... ” = 
Square. 
Wrought spacsesesssisece ™ 
. CARTRIDGES, 
See Ammunition. 
BORERS. 
Angular. 
Miller's Falls... .per doz. $23 00 CASTERS. 
Sill borers, No. 
ry « “ Standard—Ball Bearing, 
62 33 PE te coakdiaddaconar aes 50&10% 
Bung. Doz.|Bed 2... eee cceeeeeecees aoe + 40% 
Enterprise Mfg. Co,’ . Lag - ten Common Plate. 
Brass Wheel......-cssse+e:s 5 
Iron and porcelain wheels, 
Mew Mat ccccccccccsccccss o 
BOXES. beers Plate, new 
DN -cncceeeeceusacoesacess 50% 
Mall, No..... 2 7 10 Martin's obaeeeeacedseasanens 40% 
Per doz....$18 00 23 00 29 00 
Mitre. CATCHERS, GRASS. 
RA. « «0 000004 ---Net Prices 
Stearns, No. 2...per doz. $48 O0/No, 1608, per doz......-++++. $12 25 
No. 1668, “ = cccccccceces 14 01 


BRACES. 


Fray’s Genuine sSpofford’s 





Fray’s No. a ee nee te American Seal, 5 Ib. cans, net $0 45 
we cocoons OS . ~ "$0 ib. cama, 90 
ee erates. » “ 25lb.cans, “ 1 87 
Pecora, 5I1b. cans...... ™ 45 
” 10 lb. cans...... va 90 
BRACKETS. * 25 1b. cans.....- ~ oF 
Hay Rack. 
Wenzelmann’s No, 1, per CHAIN AND CHAINS, 
OR. Giiccccccceess --+-$18 0 
Wenzelmann’s No. 2, per Breast Chains. 
GOR, Gv cccccccssess eo 19 3 With Slide....... i 5 00 
Without Slide.... - 4 60 
helt. Doubleslack ..doz. pairs, $8 50 
Wrought Steel........-....40%! With Covert Snaps “ 5 80 


Well, 


Oak, Wrought Iron Riveted 
Top Ears per doz. $8 00 


eee wees 


BURRS, RIVETING, 


Copper Burrs only..25% above list 
Tinners’ Iron Burrs only.....30% 


Cast Iron 
Wrought Brass (New List) Plus 5% 
Wrought Steel, Bright......40% 


Wrought Steel, Japanned, 
ee -Net Prices 


eee eee eee eee ee 


Seer eee eee 


CALIPERS. 
Double 


eee eee eee eee 


CALKS 


Logger’s Boot. 


(Lufkin R. Co.’s), per M..$7 00 





CEMENT, FURNACE, 





Picture Chains. 
Light Brass, 3 ft. oer doz. $1 +. 


Heavy Brass, 3 ft. 
Sash Chain. * (Meorton’s) 
Steel, per 100 ft. 
Srccceccccvcccceesceseoes 2 50 
Buovececevecesotesooedeccs 3 10 
Besenasesue pe0ebeen seeeee 3 60 
Champion Metal. 
Gc cccccvcccsecesecevoces 5 40 
Babs cevcceesonseceseessece 5 60 
9066606000008 06060802000 7 76 
Champion Metal.—Extra Heavy, 
er eeovcccccecce 9 60 
Cable Sash Chains. 
tend. ccccvcse List Net Plus 15% 


CHALK, CARPENTERS’. 


DD: wadecsaseneaees per gro., $1 40 

WE eeeseneesseesese - 1 40 

WUE cccnceesseseee = 1 26 

Common White School 

CRAYON ccccccess 25c 
CHIMNEY TOPS. 

BS BRR ccececsscces per bag $1 70 
CHECKS, DOOR. 

RODE s cccccccccocensoese Net List 
vestcene sekeunsetane 20 
CHECKS, DOOR. 

Iwan’s VoOlCcano......sereeeess 35% 
CHISELS. 

Box, 

EMOROBDs oc ccoscgecese 12 14 

Round, per doz....$5 25 5 76 

Flat, per doz....... 7 25 8 25 
Cold, 

Good quality, % in. and 

POUNGE ccccccescccoscenece Nets 

Smaller size, per doz...... Nets 
Socket, Firmer. 

Ole. cccece Price on Application 
Secket, Framing. 

ORI. ccccce Price on Application 
Tanged, Firmer.—Barton’s 

With handles........... Net list 


Cheppers, See Cutters, Meat. 


CHUCKS, DRILL. 

Goodell’s, for Goodell’s Screw 
eee List less 35-40% 

Yankee, for Yankee Screw 
DEEVOTS cccccccccccecccce 6 00 

CHURNS. 

Anti-Bent Wood, 
rere 7 10 
BE ccceccces "3° 90 460 4 85 

Belle, Barrel acccccccccs 65&7% % 

Common Dash 
Bs ncdcccascesece 7 
Per GM 00sesens 17 00 19 00 

CLAMPS, 

Adjustable. 
ne 30% 
INO, SS, BevOWeccccceccevves 20% 

Cabinet. 
ee 20% 

Carpenters’. 

Steel Bar...List price plus 25% 


Carriage Makers’. 


Saw Filers. 
Wentworth’s, No. 1, =e. 50; No 
» $18.25; No. 3, 26. 


CLAWS, TACK. 


Wood hdl. No. 10....per doz. $0 96 
Forged steel, wood hale. 1 76 
Solid steel....... . . ; ae 
MS. Setéeenecenes = 6e 
CLEANERS, 
Drain, 
Iwan’s Adjustable.......... 25% 
Iwan’s Stationary.. ++ -80% 
Pot. 
TE asecssemmeds per doz. $0 76 
Side-Walk 
Bteed. occesces per doz., Net prices 
CLEAVERS. 
Family, 
Beatty’s, 
inch 


7 10 
Per doz. $27 00 29 00 33. 00 3600 


CLEVISES., 


BORTIORSED cccsccecocseceses 10¢ Ib. 
CLIPPERS. 
TE scsssecbueebetaces $2 25&6 0@ 
CLIPS. 
PD  seéctcéssaeens ss veenens 65456% 
Damper, 
MeemGarG cccccsceses per doz. 7@e 
MEGD svceecseccesese . 
DD 600 6000s0e04eae0 = 506 
CLOTH 
Emery. 

BOP cccccececccecess New Prices 
i > Bien sevessceses ” a 
Hardware Wire— Prices on 
Full rolls (100 ft.) application 

12 Mesh, galvanized ” 
14 wei 
16 “ « “ 
18 « « “ 


Screen Wire. Prices on application 
12 mesh, painted, per 





Dar” sesekdeeneans per doz. $7 00 
S evccocessesese - 14 00 
S” epeectessecnen - 28 00 
BF” cccesanesoeses a 46 00 
Quilt Frame. 
No. 30 Ball and Socket, 
2%” head. -..per gross $13 00 
No. 5@, Ball “and Secket, 
3%” head....pergross 14 50 
Hose, 
Sherman’s, brass, \”, per 
tk. écesskkeiréheaues os 48 
Double, brass, %-in., per 
Geek ‘eesededesseusenseeen 20 


306 GG. Baicccccccecceseecs ee 
COLLARS, STOVE PIPE. 
Lacquered. 
Inches 6 6 7 
Fancy pattern, 
per doz..... 80c 85c $1 16 
COMPASSES, 
Carpenters’ ...ccscccccceseess 15% 
COPPER—See Metals. 
COPPERS—Soldering. 
Pointed Roofing. 
3 lb. and heavier..... per Ib. 37¢ 
2 BD. cccccccsccecseceeos = ae 
BM, Bricccccccccscesceses “ 7c 
AE UD.nccccccccccccccces “ 40¢e 
1 Mhscesccssussesusees “ 480 
CORD. 
Picture. 
White Wire... .ccccscccees 60&5% 
Sash, 
Gapeee Spot, No. 7, per 
Ce cccuequsses et huneed $24 60 
a. Spot, No. 7, per 
Se scenneneecseuessees $29 40 
CORKSCREWS. 
Walker's .ccccccccccscccccces 30 
Williamson’s Regular..... 35&11% 
Williamson’s Forged Worm...40% 
COTTERS, SPRING. 
All sizeB....-sccccccecceces 874% 
COUPLINGS, HOSE, 

BPOED ccccccsccvnes per des. $2 26 
COVERS, WAGO) —See Tente. 
CRADLES, GRAIN, 
Morgan’s Grapevine per doz. $45 00 
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CRAYONS—See Chalk. 


CUTTERS. 
Glass. 
Woodward ...... eencedceect 
Meat. 
Enterprise—Nos. 5 10 12 


Each.... $2 60 $4 25 $3 75 


Nos, 22 32 
” when 6 60 8 50 


Pipe. 
Saunders’, No. 1 2 3 
Bach ...... $185 275 6 76 
Slaw and Kraut. Per doz. 
4-knife Kraut...... $20 00-55 00 
7 Kraut, 

BUEe GR. ccccecct 13 00-18 00 
1-knife Slaw oneness 2 #0 
2-knife Slaw ...... 3 00 

 -acuswecdwewes 11 00 


DAMPERS, STOVE PIPE. 
Diamond 


He GEN a 00 sn 08 List plus 10% 


DIES AND STOCKS 


ROO «. 60:00:04000244866 New List 
DIGGERS 
Post Hele 
ee -Per doz. $14 50 


Iwan’s Split Handle (Eu- 
reka) 


4-ft. Handle..per doz. 15 00 
--Per doz. 20 00 


7-ft. - 
Iwan’s Perfection (Atlas) 


DOP GOS cccoccss evcces 16 60 


Iwan’s Hercules pattern 


per doz. ..... aeeeeee 18 00 


Bee also Augers—Post Hole. 


een, WON ciccecceseceed 25% 


DOOR CHECKS—See Checks 


DOORS, SCREEN 


%-in. 4-panel, painted Net Prices 
&%-in. 4-panel, painted ” 
1%-in. 3-panel, natural 

DEMS, TAOS cccccecs - 


DOOR HANGERS—See Hangers 


DRILLS 
wee ~ med Twist. (New 
eueweeseneneaueeees 40% 
ian 
Millers Falls No. 12, each $46 00 
ii ih) id 112, iad 26 0 
Hand. 
Goodell’s Automatic. 
Nos. 01 03 


Per doz. 12 00 14 40 
a as nes Gear, per 
15 


Pn Pratt No. 4% per 


et. Sy “MR wsescnewens 30% 
Goodell-Pratt No. 379 per 
ey Bee eae 30% 
Reciprocating. 
Goodell’s........ per doz. 26 00 


DRIVERS, SCREW 


DT tictbebntiedasuweend Nets 


Beek Poerrule ..cccosee i = 
GCROMBIOR ccccccces eeseees ” 
Champion Pattern ........ 
Clark’s Interchangeable ... “ 


DD: cresstnagaawenhe ome ™ 
Reed’s Lishtning ..... in = 
Goodell’s Spiral .......... 
Yankee Ratchet ........ ~~ = 

og BD stenceons ~ 


EAVES, TROUGH 
50% off Standard List. 


ELBOWS—Stove Pipe 
1-piece Corrugated, Uniform 


Doz. 
ED ‘esccadtessenen oseceeed $2 25 
DEE eebauxckakea ° coccce 8 90 
ee nniene~ coccccce 8 CO 

Uniform, Collar Adjustable 

Doz. 
PE itnanawiedacawe coccccege 66 
ee eee cocccce 8 VW 
 sihdisisi cn ttinthiea eared eosceoe 8 OD 





Bright Wire 
B. W. 


Brass, 


Simonds’ 
Disston’s 
BRelIer OS cccccccccccescess 


Clayton & Lambert’s— 
> $400 @ 6 00 


Base GP. ccseccossccces each, 6 25 
@ 





ELBOWS—Conductor Pipe. 


Galvanized Steel, 
Round Corrugated. 


EMERY, TURKISH. 
Out of market at present time. 
Domestic, Ib. ..-.ee+ee- eocccce 


EYES. 


Drifting Pick ...... 60, 10 & 5% 

Hooks and Eyes— 

1%” No. 60, per 
BTOBB wccccccecs ecccce 

Iron, 14” No. 50, per gross 1 60 


ASTENERS, STORM SASH, 
Shroeder’s......-- .-per doz. $1 50 
Sensible........eee. 


FILES AND RASPS. 


De casgesedanensncsvadten 

DE, sect seas List plus 

ee “ net. 
Nicholson’s— 

PE ceacdadevncauca 

RE vcmigivdadoe 50-10-74 % 

Black Diamond.......... 

Pn ccstecuestten 50-10-7%% 

Great Western ...... 50-10-74%% 

Kearney & Foot..... 50-10-7% % 

MeCteliam ..ccccscss 50-10-7%% 

Nicholson brand....... 40-10- 

J. Barton Smith:...... 50&2% % 


Swiss Pattern. . 


FIRE POTS. 


DdgsesimG .ccccccccsece New prices 


eee each, $6 75 
FORKS. 

« ROW lst. .ccces New F'rices 
eee ee New prices 
aGéesee00enenens New prices 
eeesaveeteseades New prices 
Terr TTT er New prices 
ea rT New prices 


errerrerier TTT New prices 


Manure. 
GO atcccsniconnves New prices 


FREEZERS—ICE CREAM 


Waite eountate 1-quart.. 
2 - cece 
« 4“ 
- 6 ” o* 

ceccesces 1 = 
mina 7 

eocsccecs 4 = e 
ececce 6 = 
GAUGES. 

Pail. 
Fairmount........ per doz. $3.75 


DORON cc cwdccevesccses 35@40% 


B Amber............-perlb. 35c 
BD, WRiRcccccccccs eee 
GB AMBP... cccceecs 


Army & Na&avy.......+++++-40% 
Le Page’s— 
wae. 


GREASE, AXLE. 
Wood Boxes. 
PraSere ccccces per gro. 
Hub Lightning ......... 





Wood Pails, 
Tin and 


Tin Cans. 
Frazer’s 
1%. per Ges....¢.:; eeeee$l 75 
S TH GF Gihsiccccsees 8S 
GRINDSTONES. 
Family, 
Inches... 7 8 10. 12 


Screw—See Woods, 


Loose, 

Per ton.....Price on application 
Mounted. 

Ball Bearing.. 1 2 3 


Iver Johnson Champion Single 


Double Barrel, pomeneeytl 


Perr $6eeeeeenes ia 
HAFTS, AWL, 

Brad. 

Common ........-. per doz. $0 35 
Peg. 

Patent, plain top.. = ‘80 

Patent, leather top ” 90 
Sewing. 

Common .........+- = 24 

Patent ccccdeccoes = 65 


eee ee eee ee 


each, net. 
Blacksmiths, Hand, No. 0, 

BB GR. ccccccececesecssecse $1 35 
Engineers’, No. 1, 26 oz..... 1 35 
Farriers’, No. 6, 7 0z..... ee 4 @& 
Machinists’, No. 1, 7 0z..... 1 06 
Nail. 

Vanadium, No. 41%, 16 oz., 
GRO occ0wdeeanctesdecues $2 00 

V. & B., No. 11%, 16 oz., 

GOBER coccccsceccceecsess 1 60 

Garden City, No. 111%, 16 

OB. GBC ceccccccccoces 1 35 
Tinner’s Riveting, No. 1, 8 

OB, GOO ccccccccceoces 1 10 
Shoe, Steel, No. 1, 13 o. 

COACH .cccccccsceece geooe 2 OO 
Tack 

Magnetic. 

No. 5, each..... ananess $1 00 


Heavy Hammers and Sledges. 


Wader 6 IBS. .ccccceccceeses 50% 
5 lbs. and over..... ---50&10% 
Masons’, 


29809908 
Prices on 
application 


Auger. 


eeeeeee 


ee, n¢nccveeeeatensvenseeseueeel 
Chisel. 


ee ee ee) 


Week BEE .cccccccccecccessesOOH 

Drifting Pick ........2.+++2-40% 

File, assorted, 30c; Large, 35c per 
doz. ied 


POrererrrrerri it & 
“B..cccccce seeeeee + 384Q% 
CP cccccccccccccseese® 6% 


Hammer. 
Adze Eye...pes doz. 40c to $1 00 
Blacksmiths’ = 45c@1 00 
Machinists’ a 50c@1 00 


Hay and Manure Fork......25% 


Screw Driver. 
MBBOTCTOE cccccccccccccccscccce & 
EARS cccccceccccscececeesoee & 


Shovel and Spade............25% 





Frazer’s, 15% $1.00; 25% $1.50 
each. 


Hub qa“ehtning. 15D 90c; 25Jb 
$1.21 each. 


Per doz. 2050 2175 2625 3050 


Each ........$4 75 6 00 6 25 


GUN WADS, 
(See Ammunition) 


GUNS. 


Barrel Shot Guns....Net Prices 


HAMMERS, HANDLED. 


HAMMERS, HEAVY. 


Single and Double Face....50% 


HANDLES. 


Common Assorted per doz. $0 75 


Pratt’s Adjustable, Nos. 
1 2, per GOZ.....cee- - 6 00 


Ives’ Adjustable...per set, 1 35 


Hickory, Tanged, Firmer, As- 
sorted, 55c; Large, 85c¢ per 
doz. 

Hickory, Socket Firmer, As- 
sorted, 70c; Large size, 80c 
per doz. 


CT 
HANGERS. 
Barn Door. 
U. 8S. Roller Bearing... .. 12 
Matchless ............, ° ‘ee 
Warehouse Tandem, No. 
CO CCCOOO CCC reccccccce 33%% 
Conductor P, 
Iwan’s Perfection.......... 45% 
Eave Trough. 


All sizes, 5” or smaller. 
seteeceees DEF Eross $3 80 Net 
All sizes, larger than 
GO”, .eeeees PCr gross, § oo * 


Garage Door. 


Bee BD dc cwccccce 50&10% 
Sliding Folding ....... +++ 250% 
BOOMs cesccccscccccec -50% 
Parlor Door. 

ROMO ccccecccccecs per set, $3 75 
Ives’ Improved.... “ 3 40 
Lane’s Standard... 6 3 60 
Lane’s New Model ” 3 10 
Le Roy Noiseless...... 40&10% 
TRE cee cbsicccseccceas 25% 

RAPED 6.6000 600000s08 40&10% 

HASPS. 


Hinge, Wrought, ..Add 50% to list 
With Staples—See Staples. 


HATCHETS. 
CreSCONt ..cccscccccccece +++ 50% 
Cast Claw.....per doz. $1 50@1 85 
Cast Shingling 7 1 60@1 85 
Germantown ....eeeeeseees -T%% 


HAY KNIVES, 
See Knives. 


HAY RACK —— 


Wenzleman’s No. 
rr doz sets, $18 00 


Wensieman’ s No. 


eeecece eoee per | sets, 19 20 
HINGES. 

Blind. 

Clark’s Gravity 

We. Leccccesee per doz. sets, $2 26 

We. Bicsccaiee - -— = ae 
Gate. 

Glask’e cccccs 1 2 3 


Hes & Ltch, dz. $550 700 976 
Hinges only “ 475 550 800 
Latches only. 190 190 .... 


Sereen Door. 


Cast TFOR cccccccecs gross $10 00 

BOE on nc c0nesesees > 7 00 
Spring 

Chicago ...... Add 12% % to list 

Columbia wy Acting, 

eseeces ecescccccces 40&10&5@ 

GOR 064666460000500 aueeaee 25% 

Ideal Detachable, per gro. $11 00 

Matchless ..... cocccceccoes 410% 

New Idea ........pergro. $7 20 

GERE ccccecccescesccoeess 20% 
Wrought Iron, 

New Lists ........- a4eeesenees 


Light Strap Hinges.......5&5% 
Heavy Strap Hinges...20&7%% 
Light T Hinges...List plus 45% 
Heavy T Hinges...List plus 45% 
Extra Heavy T Hinges.. 15&5% 
Screw Hook and Strap. 
S te 39 Micces per 100 Ibs. $7 75 
14 to 20 in.... “ ” 7 60 
22 to 36 in.... “ i 7 26 


Screw Hook and Eye. 
% in. .+++++--Der Gos, pair $2 60 
BH WMocccccces ” 3 50 
Se Im.cccecce ~~ = ” 5 00 


HOES. 
er 


Grub. 


TBBATR ccccccccccece . -New prices 
Hazel...... per doz. New prices 
Ladies’ and Boys’ ....New prices 
Mortar .......-..++..New prices 
Planter’s Eye........New prices 
Week cccccsces «++++-New prices 


HOOKS. 


Awning. No. 60.....per gro. 50% 
Belt. 


BrOWN’S cc ccccccccccces TOMER 





POR  o0ccsenccccscccss ORS 


Bench, 











See Stops, Bench. 
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Peat 

Box. KETTLES. Clothes, Picture, 
ae 5 7 10 3 ee ee + Jute. .....00- per doz. $0 95 Brass Heads .............. 25% 
Per doz. $250 276 $25 8 86/Cauldron ++. -40&5%] CO" Cotton... SEED chdincssnsnsacesenes 50&5 % 

Maslin essa eee + ek 10% 60-ft. Braided Cot- a List plus 15% 
Bush. Sugar 50% COM cecccccccece 25 
Common Axe Handle, eeeeeeee ff . eee ereee 
Per GOZ ..seeveereceee $23 00 NAIL PULLERS. 
KNIVES. LINING, STOVE. See Pullers. 
—_ y&s/16 %& 1/16 % Beet Topping. WG. Kcoccces «+++-per crate 42c 
c 
yr 160 $7 60-8 10 975 11 60 12 60 Clyde, 9-in. Scimiter Blade, Seo Sets, AML SETS. 
ee eee eresseesees LOCKS. ee Sets. 
nes Line. ‘ Sebi California eocoesecooccoces & 40) Barn Deer. 
anned bactend Oz. ‘ c No. 60 Stearns..... . $12 N 
oeteniecé... 75c@2 50| Butcher, Perce S Segee. «... pegs SS NETTING, POULTRY. 
Beechwood Handles, 6” Galvanized before Dee. « -50% 
Coat and Hat. DIAG cocccccese eeceeee $4 00 Galvanized after weaving... .40% 
Common Wire per gro. 1 25-1 65) Beechwood Handles, 7” MACHINES. 
blade ...... seeeeees 4 65/ Riveting. 
Conductor. as = “aaa Handles, 5 65] Stearns No. 1....per doz, $16 00 NIPPERS. 
Iwan’s Tinned Sickle.......List soecccecccocvccces = to End Cutting. 
PE PR ns kscncdececee 15% | *enoning. Stubb’s Pattern, Inches 5 6 

Corn. = No. 50 Peace’s Spoke, each $16 00} Per dozen...........$4 65 6 75 

Common, riveted, painted rm. 
pretensioners ft rdoz. Nets) Clipper ...........perd 1 75 End and Diagonal Cutting. 
Little ada —.. % 75 MAIL BOXES, Swedish Side. Inches 6 6 
Earle’s ....... ne “ 3: 00/See Boxes. Per dozen ........ --$4 60 6 75 

Gate. Woodford ........ “ 2 26 Meet 

See Goods, Bright Wire. Drawing. MALLETS. ae eee easen 
Vv. & B., No. 52, each..... $2 

Grass. Standard .............-List&5% Cc ° 
Common Nee. 1 3 5 Cl BEMIS ccccccesenceece . «15% |C@FPpenters’. 

Per Doz...$460 350 375 $25] Barton's Carpenters’. SSR] Stee Sead, Be. Byer Gee. Os NOZZLES 
o 0. Hose. ‘ 

Hammock, Hay. a mae 4 cet per doz. $9 50 
With plate........perdoz, 1 10] Iwan’s Solid Socket. .doz. $13 ee per doz. $3 00— 5 00} Di@mond ......... = 5 76 
With screw....... 1 00] Heath’s ..........00. 3 00) Round Lig- 

Iwan's, Sickle Edge.. “ i8 00 numvitae.. “ 6 25—10 50 

Lambrequin, or Drapery, Iwan’s Impv’d Serrated “ 18 00 Square Hickory “ 3 50— 6 60 NUTS, HOT PRESSED. 
per &ET0.....-e6. ceccccccceeeB0C Square Lig- |Square Tapped. 

I ia "50% &50&10% Hedge. numvitae.. “ 8 00—12 00} $1.85 off per 100 Ibs. 

Challenge ........ per doz. $6 00 

Potato and Manure pranee -oooNets] Disston'’s ......... “ 3 75/Tinners’. a 

Screw. Hickory .......... per doz. $2 25 oe erm 
I . 70%) Mincing. 

(See Goods, Bright Wire.) pny pate - be OILERS 
7 » Double.. ATS. 

Seat Spring........ .++ ser lb. 5%¢] Streeter, 4-blade.. “ 1 30\Door. MATS Chase Pattern. 

Streeter, 6-blade.. 2 00) National Rigid....... searensy| Zrase end Copper..... ee 
HOSE, GARDEN. Putty Acme Steel Flexible........50% oink atria alas . ° 
Per ft. “ Stove. Engineers’ 
Common be, doz. $0 75@1 50 ” 
Guaranteed 3 A | = sega Lander’s S TER GEL BO. Becccccccccces per gro. Nets TIM weeeeee per doz. $7 00@ 9 00 
$ ply % inch.....13%e No yoy Toasters or op. 

Seroping. a —_— wire-covered Stove Mats, ee eee per doz. $0 85 

P . ee andle...... with handle...... . 

COTTON COV. RUBBER HOSE.| [Landers ...... SS wy Be oe , 

High Grade Apache 1” guar. ° with ring...... --per doz. 60 Box. OPENERS. 
press. 400 IbB.........20+02240C KNOBS See Box Chisels. 

Doors. MATTOCKS Delmonico 
r = | QDelmonico ........ per doz. $1 30 
HUSKERS. Mineral so+e++Per doz. $1 80}p) Never Slip........ 65 

t ; Porcelain enemnen 1 2 sof" MEMBERS ccccccccoccescesesses 25% eve Pp 

BOE. cccccvensesdsse oo DD E Qe ccccccecccccccs - Crate. 
_ - cesecceeee “2 — a MAULS. V. & Buccces per doz. $7 25-11 00 
 Wsssasned per doz. New Nets — tron, Ibs. ee 10 18 16 18 
LAD . er doz...Prices on Application ‘ q 
IRON. PIG Common Long. Wood Face, Ib.. 10 12 1 OUTFI™S, CONBLING, 
: x Oe ae ee. 17c@28c| Per doz...Prices on ApplicationiCombination ....... p *r doz. $16 00 
See Metals.—First column. . Economy ......+.+++-+ 50 
Extension. Wood Choppers’, i cpsinandaweee = 18 50 
” Per tt 22 to 28 Lake Superior & Oregon 
IRONS. - 7 REGRESS SETS SESSS BOE. cocccceccceteseoes 40&5% 
Curling. Step r &. 
;. SOReeeneoeseneeee per doz. $4 H+ Common, per ft. .28¢ MEASURES. 14-qt. without gauge, 
 “palckeane pena N ste ° 53| Common, with Shelf, ‘add ‘0c. rn, Gee. ccsentessecen Nets! ee eee eo” dae per dos. $9 50 
iarressneneneenes . EXD: oo ccccsccccsscccccccccse DO s8-qt. without gauge, 
Seieeemms ......... ‘ 1 26 | yw 550 ROUGE, Gis ccccccconsceces Nets ee ee er doz. 11 00 
CRONE ceccceeees EE GB WD BF Reccccessccesscecs Oe S0-qt., without gauge. os 

ST Sangeebuea’ A 1 00 MILLS, COFFEE. Ronedeneeteecend per doz. 7é 

Pl : Enterprise ..... ecccescoce 16 2-3% 

- so to tel LANTERNS. PALBEE 2. .ccccccscccccccces 50&5%] 10-qt., IC Tin.....per doz. $4 00 
ich... ° Bull’s Eye Police. APCAd@ ..cccsccceccccsers 40-109%/ 18° “~ * seoowe ™ 5 60 
Sad. 3-in. Flash Light..per doz. $13 00 Stock. 
Charcea) «..cscces per doz, $11 00 Galv’d qts. 14 20 
Common, polished, _ a r = ae BOXES. Per doz. .$9 75 10 76 12 75 14 60 
De ewamaiee 7 . 
No. 70 Asbestos.....$1 50 net(Nos........... seseees . Water. 
Pm. os metiper doz.........+ "s0 35 1 i6 Galvanizedqts. 10 12 14 
a a plated.. 8 25 MOPS. Per d0ozZ......+. $5 75 6 60 7 25 
No. 50 J, Enterprise, per set Nets Cotton, Star (Cut = ‘ood. 
No. 55 J, ” - - LEATHER, LACE. Pounds 12’ 165’ 8’ a : * e- 5 2-Hoop...... per doz. Nets 
No. 50 T, ue ye a Rawhide ie: eer 100 ft. $3 oe Per doz. $450 665 é 6 Cable, 3-Hoop...... Nets 
Tatlore Teea ao lb “ Meseeeeeecs Cedar, 3-Hoop, brass “ Nets 
SBS DAG. cccrese ee se. 
Tailors’ Goose.......perlb. “ MOWERS, LAWN. 
’ Gladiator—B, B. PANS. 

Ideal. LEATHERS, FUME ~ lies... cc voaeadcaaiaeel Net 
6 lb. Household $3 50 Valve and Plunger.........--. -10% NCNCS .sseee 18 20 
9 lb. Dressmakers’ ....... 4 25 Bach sever: #8 60 TS 800 : 

14 1b. Tailors’ Goose........ 5 50 COMMON ..ceeccceceeeceees Nets 
LIFTERS. King Universal—B. B. BATA cccccccccsesocsccece . 
St ae Each .........-$5 25 6 75 6 00 
Tuyere. ove ver. Inches ...... 4 16 18 |Roasting. 
Single Duck Nest..per doz. $5 25) Coppered ...per gro. $3 08 50 Paxton, 
Double Duck Nest.. 6 25] Alaska ..... “ : 5 oe ig Giant.......$3 50 396 4 25 Nos..... :. & 22 
GUNS dikciecen «+ee-each 2 60) Alaska ..... 1 See Miicunceseseseesnscens Nets 
Neverburn ...csececcescees 
Transom. NAILS. Savory, No, 200...per doz. $8 40 
JACKS. Payson’s ...... ee oe Steel... .Prices on Application 
Locomoti ciate ekNaewaee t Iron..... “ “ 
- 0% wn ia PAPER. 

w LINES. re. Buil g. 
~ No. 1..per doz. $15 50|Chalk. Small Lots, Prices on Application Tarred enews ee boas 
Miller ......cc.cceeeeeeee 20 00] Twisted in 20- ft. hanks, | Tarred Felt..  “ 3 
Oliver, Nos. 4 1 . Pa rg a Application) ed Resin, per ten....... 5 00 

—emtapenbes oe 2280 “60 $0 *30 Twisted “aPeoee ft. on Appitcation eben ain Sand and Emery. 
eccccccccecse sted in 3. an 
Standard BOGE, cccccesceh 3 4 |Horshoe. No. 1, per ream, best grade $5 40 
os. waaees 2 Per doz....Prices on Application) Ausable ............+.++-55&5%| No. 1, per ream, cheaper 
Each ...... ccenaaee *s0 $1 00) Braided in 20-ft. hanks. Capewell ......cecceccecess1B%| STAGE seeeeeerseerers vo+ 4 86 
R-W Nos. 1 2 3 Perfect ..cccecccceccees  S5A5R 
eS BRR ccc ccoes eeceeeeseees40%| Per doz... ‘Prices on Application DEE <00seeee 60eee "Seabee Wrapping. 
TEE hcbadsrcosscusiisens -+-40%! Mason’s... BEE secewassans ‘seeane 30&5% Express ........----100 lbs. Nete 
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PARERS, 
Apple. 
Goodell’s ........per doz. $10 80 
Turntable ....... - 11 40 
White Mountain... ” 8 40 
Reading, No. 78... sia 11 40 
Potato. 
Goodsell’s Saratoga, 10% 
fm., BGOBecceccecccccccccese 6 50 
Goodsell’s Saratoga, 5 in., 
OB. cccece onedeseneseness O'R 


PICKS. 


Adze Bye Ore.......e.000++224% 
Drifting and Poll Picks....224%% 


Plumbs, Railroad .........22%% 
Burluce cccccccccccccccccecds 
PINCERS. 

Carpenters’, cast steel. 
No.. 6 8 10 12 
Each.. * $0.63 -80 1.05 1.15 
Blacksmiths’ .......... e002 +2 45% 
Heller’s .......- entewee 00000 40% 
PINS 
Clothes. 
Common...per box of5 gro. $0 95 
Picket. 
Fluter, 15-in......per doz. $1 10 
Fluted, 21-in..... ° ” 1 60 
GE cecncecsceos = 1 90 
PIPE. 
Conductor. 
Plain Round and Round Corru- 
gated. 
29 Gauge 
28 oe 
26 Li 
24 “et 
Square Corrugated A and B and 
Octagon, 
SD GOSS occcvccccsveeescss 40% 
28 wv a eeneses rrr 
26 D0 ONR&ueNee4004R ENS 25% 
24 pens 6000es006cmee 
Galvanized Toncan Metal, Gen- 
ufne Iron, Lyonore 
Metal, “Charcoal Iron and 
Keystone C. 
Plain Round and Round Corru- 
gated. 
OE eee el 
26 i rrr - -30% 
24 ”  -450ehhennses+6ek ae List 


Square Corrugated A and B Pol: 
ygon and Octagon. 





28 Gauge 

26 oe 

24 W  genksos 

14 and 16-oz. Copper, all de- 
GIGNS ccccccccecccscccs .-List 


Portico Elbows. 








Galvanized and Terne Steel. 
eC arr rT 35% : 
DEED. avewssecoccatueal 35% PRUNERS. 
7-ne SITET ig Dlaaton’s Pole....per doz. $18 60 
a rr oe 25% Water’s Improved. .pe* doz. 60% 
Discounts on Round apply on 
sizes 2-inch to 6-inch inclusive. PULLERS. 
Freight allowed on 15 dozen or Cork 
more, to all points where : ™ 
freight rate does not exceed DeigF cocccceccecces each, $2 10 
$1.00 per 190 Ibs. Less than} Phoenix ........... = 1 40 
15 dozen F. O. B. Faetory. Quick and Easy “ 2 70 
Terms: 80 days net, 2% ten days. 
Standard Gauge Conductor Pipe,| Nail. 
plain or corrugated. EE ceca ...-per doz. $14 50 
WOE TRGNGE csccsccvcscess 35-5%! Never-Slip ...... e 17 00 
WesbeR SOE .ccccccccccsecs 40% 
Stove. Per 100 PULLEYS. 
Joints |Awning—Jap’d ........ er. 
29 Gauge, 3-inch..... -+-$19 00 . 
sos ee 19 50/Clothes Line ..........+++++: 10% 
- eer 20 25 
i o-foee ranebbee a . Hay Fork. 
T-Joint Made =. cinta ei: . Iron Wheel, 5-in..per doz. 2 50 
SolMGR ccccescscs per 100 $60 00} Wood Wheel, 6-in - 65 
Wood Wheel, 6-in., 
Furnace Pipe. pass knot...... 3 00 
Dette Wall Pipe and Fit- % 
GS nce ce s0cncceceeseees 20% 
Sash, 
Single Wall Pipe, Round _ 
Pape WIttinGs «ccccccccces 20% COMMON ...cccccccccccces .-Net 
Galvanized and Black Iron Common-Sense, 2-in. --Net 
Pipe, Shoes, etc...... -++-15%| Empire Pattern, 2-in.......Net 
DEE eh encceweneesnesesss .--Net 
PLANES. NE ie atid eagle — 
Stanley Iron Bench..........net 
PLATES, TIN. —_ a 
See Metals in Column 1. Pitcher Spee 
NOB ccccccde 1 2 3 4 
PLIERS. BER. bis ecrcccensvcwcs ° Nets 
Giant, Button’s—Nets. 
Cutting. Speer. ‘ 
Bernard’s ......s0.. New Prices ne EP. onan Oe Se po 
i pac aadaaide New Prices| New Misty ........ 6 00 
WAMABON .ccccc-cors New Prices Crescent ...ccccees ” 6 50 


LS 

Fencing. PUNCHES. SAWS. 

Black Bull ...... ...-All Nets| Conductors. Sent, 
Me. 33 £. C. Atkins & Co. 
Farmers’ Choice ......All Nets M hin soseeceees Per doz. $3 00) ++ Prices on applie’n 
SS sccceccccscsecdll BE “88 80o oem 25/ Disston’s .....Prices on applie’n 
- Saddlers’. -— — 

Flat and Round Nose. Common....per doz. 1 50 to5 00 sston’s .....Prices on applic’n 
Bernard’s ..........New Prices|evolving Spring. Merny @ ssccssnvescodew ame 
Lodi .............-New Prices} Stearns, ~ 9 . o doz. $8 be E. C. Atkins & Co. 

Paragon ..........-New Prices “ No. 60... “ 49 00 se seeseeeees a. on applic’n 
Disston’s - Prices on applie’n 
Tinners’. ” Circular. 
, PUTTY. E. C. Atkins & Co, 
DD: cncssscaen +-+-Net List) Strictly pure..per 100 Ibs. $4 25) ...... see Prices on applic’ 
Bole cccccccccecccce-@RGm, 106 Disston’s ++++.-Prices on applica 
‘ RAIL. Blew? secsccs ieurserece New nets 
Barn Door. Compass. 
PLUMBS AND LEVELS. Matchless, 1-in.............. 5c] E. C. Atkins & Co, 

COMMMRO cccccccccccccccccce seen =SRRRGRIEER, BibeIR.ccccccccces 1 seseeseseeee Prices on applicn 

a .40% Storms BIMG cccccce coceccee 5c} Disston’s .....Prices on applicn 

Davis? Iron....ccececccceees-25%| sding Door. Coping. 

Davis’ Inclinometer..........15%| Siding Door. . © Atkins & =. 

Bronzed. wrought iron, tsetse eees ° Tices on applic’n 
Disston’s .... -Prices on applie’n 

POINTERS, SPOKE. eccccccccccccccce Por ft. SKC! cress -Cut. 

3 . ye doz. $10 00 RAKES. = C Atkins & Co. 

Stearns = ; pore _— bo| Garden. a ee Prices on applie’n 
yeeneeee Steel, Bow, 12-in. Tecth...$8 501 pehorning. ee ae 

Steel, Bow, 14-inch “ 9 25| Dehorning. 
POKERS, STOVE. Malleable Iron, 12-in. “ 3.. 4 75 er So seees Prices on applic’n 

Wr't Steel, str’t or bent, alleable Iron, 14-in. “ ... 5 00| Flooring. 
ee oneceee per doz. $0 75/ Hay. E. C. Atkins & >. 

Sages Wood, 1 i 2084 00] Cotte tence rices on applic’ 

Nickel Plated, coil hanl’s 1 10 Lawn. . em $4 00 peaster SB cecece Prices on applies 

20 t eocceoce b 7 
POLISH. saapetaps por Ges. 05 60 Disston’s ..... Prices on applic’n 
Metal. RASPS—See Files. Hand and Rip. 
Wisard, 6 -0z.. per gross $18 00 RAZORS—SAFETY. a pollens bee Prices on applic’n 
Me =. ce 20 40 Gillette ...... -per doz. $45 00 Disston’s No. 7 Prices on appliec’n 
"i . * os 36 00 Auto Strop ....... 45 0 Disston’s Nos. 8, D8, 12, 76 
1 -pt.. RP etenetienass oS 8 40 112, D100, and 120 : 
“ 1 -at.. “doz, 6 00/Gem (3 dos. 1 lots)... * 8 00) nsw neeeecees prices on applic’n 
i - “ “ ver Ready ...... = 4 ee 
: = ae Ready (3doz. lots) “ 8 00 ahi —— a 
RAZOR STROPS. E. C. Atkins & Co. 
Per gross|Star (Honing) ............+. | eae Ae cee ba 
Eagle Paste 5 -0z.$13 80 REGISTERS, Miter Box. 
> oe Oe Te renee List} E. C. Atkins & Co. 
“ “ “ 4 -Ib.. 31 20/Steel and Semi-Steel......... 0/7 Prices on applie’n 
~ Sie Solid Brass or Bronze Metal Disston’s ..... Prices on applic’n 
per case iy oa ee z 5 25) cts prices on weeps Panel. 
need Baseboard geeneccoceseseeeee E. C. Atkins & Co. 
Black Eagle Liquid, 6-o0z. P Adjustable Ceiling Ventilators 10% - Prices on applic’n 
Per ETOSS ....+e0e- o+- 15 6 REGISTER FACES. Disston’s No. 7 Prices on applic’n 
Black Kid Paste, 5 Ibs. Potternmakers’ 
PP GEE ios <cccnewee -.» 6 00/Japanned, Bronzed and Plated, |" CG Atkins & Co. 
Black Jack Liquid, %- Pt. + lly eh shepcichibin meee: ih .pendienehedes Prices on applic’n 
ee O6OER s<secses ‘. 15 60 BIB s cvs cence een omy | Disston’s ..... Prices on applic’n 
Black Jack Paste, No. 10, REVOLVERS. Pruning. : 
Per ETOSS ..cccccees -- 13 20/fver Johnson Safety Automatic Disston’s .....Prices on applic’n 
aes ie eseaheneeed New Nets| Stairbuilders’. 
SS = E. C. Atkins & Co. 
POWDER. I. J. Model 1900........ me OO tea ears Prices on applic’n 
Disston’s ..... Prices on applic’n 


See Ammunition. 


PRESSES, FRUIT AND 
-| Enterprise Manufacturing Co. 25% 


PRIMERs. 


See Ammunit 


ion. 


JELS.Y 


4 
“oe 


REE. cécvccsocesede 2%-in. 3-in. 
. = Saaeeerrrer $2 40 $2 65 
Rea’s Improved Self- 

Piercing copper, 
0996600060068 oz. 3 40 
Steel, per doz...... 1 50 1 80 
Hog. 
Blair’s Rings per doz. $ 75 
Blair’s Ringers.... = 1 00 
Brown’s Rings.... ” 72 
Brown’s Ringers.. = 1 00 
Hill’s Ringers..... - 1 00 
Hill’s Ring, boxes i 72 
Major Rings...... nig 60 
Perfect Ringers... = 1 50 
Wolverine Rings... we: 1 65 
Wolverine Ringers - 1 10 

Fruit Jar. 

WEEE Sendecczecsas perlb. 30c 

Key. 

Split, round ...0- per doz. $0 17 

Split, square ..... oe 32 

ee, GEG. cccees ™ 40 

RIVETS. 

Copper Belt....Add 15% to a 

Coppered Iron iéacepentaun 

DEE ‘Scerccierssssenaus 30% 
PD. -tcntessenedne per lb. $0 17 


RINGS AND RINGERS, 
Bull. 


Slotted Clinch....per doz. 60@1 10 





Wood, 

BE. C. as & Co. 
. Prices on applic’n 
..-Prices on applic’n 


Disston’s .. 
SAW BUCKS—See Bucks. 
SAW SETS—See Sets. 
SAW TOOLS—See Tools. 


SAW FRAMES. 
Common, plain...per dez. $1 50 
Common painted.. 210 

SCALES. 
Counter. 
POROEEO cccccecccececese 40&10% 
SCISSORS 
BRAF cccccccccccccessococescce 60% 
SCOOPS. 
Grain, 
% bu “Hercules’’..per doz. 3 70 
1-bu. ‘“‘Hercules’’.. = 5 00 
SCRAPERS, 
Box. 
Triangular, No. 6 per doz. $6 25 
Road, 
Cubbie B. cccccs 


7 5 
With runners, ea. $700 650 6 *0 





Tubular. SCREEN DOOR HINGES. 
Nos. 1 and 2 assorted sizes, Cast WOR ceoscccces gross, $13 00 
De GR Die ccessecccens Gos. Tc] Steel .ccccccccccecs ” 9 50 
Nos. 1 and 2 assorted sizes, 
Be WE Wa iccesicwnes doz. 1 40 SCREWS. 
Bench, 
RIVET SETS. Iron, ins. 1 1% 1 1% 
See Sets. 6 82 $787 9 45 16 80 
ROPE. Wood, white maple, per doz. 6 00 
Cotton. a 50% 
Ss come Hand Rail ........ ianiennadl 
BD. coccccccscccccscces cly 20% 
- *- 16 in. Com. in coils, DEE o6sccscebuesnsnseeensane % 
ee GA.  asnnseccenessecens 85c}Lag or Coach—all sizes, omit 
Sisal. POInted ...ccccccccccecs 45-5% 
Ist Qualtly «....-.+.++00. 18%c| Saw—Centennial, 
i We Sacucteckeessncecid 17%c| Nos......... 1 3 
Per doz ..... 47c 55¢ T5e 90c 
Pure pdioral Wood. 
1st Quality, base...perlb. 28 Be onecwevonns 70-20% 
Hardware Grade.....perlb. 27%c| R. H. Blued ........-- 67%-20% 
DP. De GU cccespeeus 62%4-20% 
RULES, F. DD occ cecnusead 60-20% 
— ee Prtess on application R. H. Braga ..cccccecs 57%4-20% 
ufkin’s Hickory Boar . 
eT eg aa cece = SCYTHES. 
Lufkin’s Boxwood ........ » & Clipper, Grass ....per doz. #38 z= 
Lufkin’s Zigzag ..e.cccces. “™ Honest Dutchman.. 
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SETS. SPRINKLERS, LAWN. TAPES, MEASURING. WARE. 
re oe men aT —_ $1 85 Stearn’s No. 1.....per doz. $11.50 po RRR yn Glue Pots. 
Cup point, knurled =“ 15 fe Steel. --Prices On APPEAR! Tinned ........ Add 15% to list 
SQUARES a s oe AS med on oer Enameled 
t. . ufkin’s Pocket ..Prices on applic’n a at said iS a hts 
erarmers’ oan per doz. $2 10/Steel and Iron....... Nets new list 
Tinners’ «+-+++eerees s+e++++25%) (aad. for bluing,$3.00 per doz. net) WASH BOARDS—Seo Beards 
bnnsinaveserh bedeeu soese THERMOMETERS. 
oetiiken’s Pattern. ..per doz. $6 50 Try sn Tin C WASHERS. 
Disston’s Monarch PT) Lt Ae ecceences ‘an 8 7 ~~ pesees bey enn, 80c@$ 1 25 
Disston’s X-Cut.. “ 13 60 Try and Bovel.......... nied cco [ee ess $2 00@ . $s “eer O. G. cast iron, per 
ERS cascnknnen “ Try and Miter............ oc ee eeeeeeee ER TE ne Ses terees seuss ees ausces c 
Nash’s Hand...... “ 3 15 Wrought steel in 5-lb. boxes, 
Nash’s X-Cut..... - Oe BN actsdcaces per lb.: 
Stillman’s Lever... “ 1 30] Winterbottom’s ro PR ie TIES. In 8/16 % 65/146 % % 
Stillman’s X-Cut.. “ 2 50 eee Bale 18c l6c lbc 13¢c 12¢c 
Whiting Pattern, . &, % % 1 
iL Us ceunekuas “ 7 50 SQUEEZERS, LEMON. Stnate Loop, carload 1l%ec lle ile lle 
Eecentric Anvil, OTK ceeesesecveesecs ++ - T5&T% 
Hand No. 395, awe oe ym I sgco per g doz. $0 70/ Single Loop, less than 
N. P. Morrill Pat- ~ ean, maitenbie Sa 4 h ; = GOP ISEB. cccccccececees 70&15% WEDGES. 
COTE ccceccese ee a : > . 
ern i pore’n = Cow—See “Chains.” i: thence daeeee ++-per doz. Nets 
: gpsssesocssses 1 90 SE aazedcauceessa per Ib. Nets 
SHARPENERS, SKATE. = om ow Saw per Ib. 8% 
ee eer Ty eeececocesesesess DO ° 
Diamond ....-+ee94- per doz. $1 -= — Giant, tin’d TOOLS, SAW. 
Perfect «.-+ereeeeeeee ee eeeee TOM seseececsseces 2 40 i , 
, Drum, japassed...- ne 3 - Dinston’s Universal........... 40% WEANERS. 
SHEARS. Drum, nickel plated 4 50 Calf. 
Per Doz TRA Fuller’s, per doz..$2 00 to $2 50 
Nickel Plated, Straight, 6”..$12 90 STAPLES PS. Tyler’s Safety, per 
Pr} “ “ 14 $s Blind . Game with Chains. Per doz ye! cesses oreo 85 to 2 40 
« oy “ a ° Vv arroll’s, per doz. 00 to 3 75 
Japanned, Straight 67): 11 00] Barbed .......... per Ib. 21@22c] Uictor, No. 1... cs-i:+++7+782 Ot) Hoosier, per doz.. 3 50 to 4 60 
. ss eee 13 oe Butter, Tub........ “ 16@19c| Newhouse No. 1.......+.. 5 62| Shaw Perfeeted.. 3 00 to 3 75 
si Fence— Mouse and Rat Net 0 
Tinners’—See Snips. Polished ...... per 100 Ibs. $5 45] Out O'Sight Mouse ~ 2 an WEIGHTS. 
Galvanized...... “ oe Ss Se! 15 00 PD ccccesees per Ib. Nets 
SHEAVES, SLIDING DOOR. | Netting. o Mole *2..2221100 00 
Galvanized...... #44 Pocket Gopher....... 20 00/Sash—f.o.b. Chicago 
Oommen. Pee R . i a zed per 100 lbs. 6 50 Victor Mouse ape 2 60 j he bo per ton peneneees $73 00 
rought. ts) ast ee 2 60 maller lots, per ton..... 7 
ani suing hate $140 176 3 60 haf em Sapien, Hasps and aoe Pn Se cccccccecece 11 00 ” ” alias 
"s. aples, asps, Hooks and o ast Bt. wccccccce 11 00 . 
Per set..$1 86 210 2 75 25 } seme many and Hooks and ee anes se eeseeee 13 50 WHEEL BARROWS. 
are earrer 50&10 00 oker Mouse, 4 y 
SHELLS—See Ammunition, RS SD nccnacucescans 35% Holes .ccccccccsccsess 11 00 Sones Ge Ba Nd 25 
BO 0.000ccgnss0cceests @ 6 60 
SHELLERS, CORN. STEELYARD. TROWELS. Angle leg, garden........ @ 8 00 
Oe inccaciween ..per doz. $6 75 Discount 25%. Brick. 
Clov y 
SHIELDS — STONES. | = lt —_ Waa, 
xe. Diestent a MEROTUMGETE cc ccccsscccccecs 50% 
pansion Bolt Shields......60%| Hindostan ..... z  peherarenneanaeni ti t 
— aa based per lb. New Nets} Rose’s ...++++eeeeeeseeeeees EES pane te 60% 
SH@OES. WeGette cesccce ™ sid Plasterers’. Well, Ins. .coce 8 10 12 
ME. ccecnnnsesavawnke 60% | Emery. Clover Leaf ....cseeeeceses 40% P 
Te ee ie a per doz. New Nets} Disston’s .....-++seeeeeeeees 25% + yy TT ER sds 
SHOT—See Ammunition. Oh..tteentat, Wie BD BD ve xenanecsaseveceat vet Per GOZ....cccccceee ee $25 00 
' - a Hard 
SHOVELS AND SPADES s ~~ ¥. “peas -per doz. New Nets TRUCKS WIRE, 
Coal. rkansas . i ME dn ccnetsaccsesacee each $3 75 
Ne. 2 Woodford. .per doz, $5 50| Washita No - ‘ Warehouse or store. ger Net 
“Sy, ‘ARtepss ery 00} «FAA ww weneeee 4 Oe $24 50] 27 CONS .ncscereccess-cees Nets 
Ames’, new list..Discount, 121% % | O—Unmounted. CS FO ote re see are 22 50} 1m 1-lb. spools, new list....Nets 
er doz./ Arkansas Hard.. J ‘i i 
om, Ib. New Nets Broom—T BG cocvccccecess I 
ae pan hollow beck, bik, Nets Arkansas Soft. te TUBS, WASH. — anes 
Buckeye “ “ ogy - 2 Standard, Wood. Ex, |Cable—Same Price as Barbed Wire. 
Mohawk “ - . Washita ....... “ “ DE ccane 3 2 1_ large! Copper. 
. Io 9 5 25 27 P 
Ser Drain & Ditching — Scythe. Per doz $9 50 11 25 12 75 15 50) 7, cotlg 2... . ices se eee e eed Jets 
eeccccves Black Diamond. .per gro. New Nets] Galvanized. 1-lb. spools, new list......Nets 
Railroad, etc. Crescent ...... ~ 7 - 
Black Diamond....per doz. Net} Green Mountain “ “ NO..-sccereees Rae 3 |Fence—Smooth. An’eal’! Galv'’d 
NS o oe LaMoille ...... ” Per doz.....-. 13 75 15 95 18 60 Nos. 6 to 9, less th 
Keystone pac scerpdeteetuen “ “ ~_— Quinne- swan { car, per 100 lbs. 34 25 $4 95 
PF sceccsces °  ]  . DOB acccccces wa = 2 ° 
Hollow Back. “ “ Red “ond eovcee ” = Market |Hair—New List........ 40 & 10% 
Ames’, new list, Discount 124% Quotation 
Snow. STOPS, BENCH. -ply Cotton Wrapping....$ .85|Market. Market Quotations 
Galvanized, with wood han- I 4 = a tees Bright, full bdis...... 3 
GR, A Dies esesnssesene Fg vometce 4 “ Extra Wrapping Bright, broken bdis.... 
Or ON adiawnceccass saccee 0 Geen Ee eee per doz. $11 00), “ © ‘Hyy. Wrappi Coppered, full bals.... “ 
tern it Stearns pat- 4 Wrapping on tubes Coppered, broken bdls se 
iat = =————“(ié«éiC RR wn nc nce “ 10 00 2 m tubes Tinned, full bdis.......  “ 
D-Bandie Pee per doz. $3 50] N°- 15 Smith pattern sa 7 00 ; be - cones. Tinned, broken Se. * 
Dina nee . . 
STOPPERS, FLUE. — -e — %-Ib. balls, anc] Plcture—In coils. 80% @80 & 10% 
Vw. ett eee eee ee € ° 
SINKS. ee per doz. $1 10 No é ixateinsbeebeskesweknet 35c in G-Ib. apocis....per B..... 360 
Cast Iron. Gem, flat, No. 3.... 00 i Wt cavaudeetatnseaeseeeos 33c 
Painted, P00DE .occccceces iO Oi Badsdackes “ : a ee a ‘ WRENCHES. 
Enameled, White, 16x24. _ 2-ply Jute, 1%-lb balls, Ib...-49Cl ages steel Handle, 6- inch, 30% 
Wrought Steel. STOVE PIPE—See pipe. ‘ “ he 
Painted, 16x24 ...... ° nw Seins. Market “ “ “ ~ a ae . 20% 
STOVE BOARDS—See Boards. | Soft..... ee Quotation| “ ee “ 12- * .. 30% 
SLEDGES—See Hammers. Med “ « lcoes Knife-Handle, 6- “ 30% 
STOVE POLISH—See Polish, | Hard.... “ ............ “|  * “Be 1 30% 
SNAPS, HARNESS Staging, %- -Ib. ball, size 21 “ os o “ 10- “ .. 30% 
Covered Spring..........Add 30 STRAPS. . ao i . ra 30% 
Judd’s Pattern...Add 33 1-6% to list a2 7 “ Sf © [Coes All Patterns... ..+-+0- “7” 
0 Skate eoceeeses per doz. 85c&1 20 Bagging, \%-lb. ball, size “ Bemis & Call's: 
SNATHS. STRETCHERS 3-ply, “B” in hanks...... ” eT 1: Aeieeate 8 
.. i, = “R” i pe, ; i os 
Double Ring, Bush. —_ doz. 4 bi Carpet. 3- * “a” “ “ COTR cccccccesssessescscese 25% 
Patent Loop, Bush. BullarG’e cccccces per doz. $3 90 3- “ Silver Finish, 1 ‘hanks és Combination Bright...... 10% 
Patent Loop, Grass.. ” ¥ . MEMSONEEOE cccccccce se 5 26 » n&s Steel Handle Nut......+++- 25% 
a Iron.... ik 70| rodder or Lath couantnataee Black .....- ret 
. erfection ........ ye 6 3 1. Merrick Pattern ......++- 
SNIPS, TINNERS SE ee viesccuens “ 4 ; ) . .. aerrrerrr rr ere ° . 
Clover Leaf ........+. «+ 40&10% | yy Kutfo Handic Fattern. 
re. ~ . 
| a oesoccee eccccecccs vit O. 8S. Elwood, No. 1 per, dos. Nets VISES. No i. Sorew Wrench, a. 
O. S. Elwood, No, 2 ae y ” ~peeaes ceoccvecee $5 00 me “60, Steel Handle. 
SOLDER—See Metals. SWIVELS te 2. 2% 8 3% 4% RINGERS. 
. w 
Each $270 $3 20 $360 $420 $8 75 
SPRINGS, DOOR, Malleable Iron....... per lb. $0 10 No. 1, Genuine Wentworth, No. 790, Guarantee, per doz. $69 00 
Perfect. ’ Wrought Steel ...... per gro. 4 50 Noiseless Saw per doz. 15 00|No. 770, Bicycle. 66 00 
O8..... 6 J No. 110, Domestic. <7 59 00 
Per doz..55c 6c 65c 1c 90c 1 10 TACKS. a By Wentworth, 22 50) No 110, Brighton. ; 56 4 
—_ “ No. 740, Bicycle... “ 66 Of 
Reliance. Bill Posters’ 6-0z., 25 lb. boxes, No. 3, Genuine Wentworth, No. 22, Domestic. e 54 00 
Light Medium Heavy] per Ib. ......sesseeeeeceees c| Noiseless Saw ...per doz. 20 00/No, 22, Pioneer. “ 51 00 
Per doz....$1 55 210 3 20 Weneletorest? 6-0z., 25-lb No. 500, All Steel Folding No. 770B, Bicycle. 108 00 
pg eee per doz. 1 65 boxes, per Ib......cceecees 15%ec GOW cccocecevsees per doz. 16 00|No, 791B, Guarantee 115 50 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


Abbott Mfg. CO... ...ceeeeeeeeceee 52 
Ajax Bracket and Outlet Co........ 53 
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Marshalltown Mfg. Co............. 54 
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Turner Brass Works .........:ccce 52 
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CLASSIFIED INDEX 


Asbestos Sheets 


Manny Heating Supply Co., 
Chicago, Indiana 


Bale Ties 
American Steel & Wire Co., 


Chicago, Ill. 
Bicycles 
Johnson’s Arms & Cycle Wks.,. 
Iver, Fitchburg, Mass. 


Bolts and Nuts 


Ryerson & Son, Joseph T., 
Chicago, Ill. 


Bolts—Stove 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Brackets 


Ajax Bracket and Outlet Co., 
Cleveland Heights, Ohio 


Brakes—Cornice 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Brass and Copper 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Ceiling—Metal 


Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, IIl. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Chimney Caps 


Sterling Foundry Co. 


Sterling, Illinois 


Chimney Tops—Revolving 


Sterling Foundry Co. 
Sterling, Illinois 


Coal Chutes 


Peerless Foundry 


0., 
Indianapolis, Ind. 


Cornices 


Burton Co., W. J., Detroit, Mich. 


Friedley-Voshardt Co., 
Chicago, IIl. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Cut-Offs—Rain Water 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Dampers 


Howes Co., The S. M., 
; Boston, Mass. 


Eaves Trough 


Abbott Mfg. Co., Cleveland, Ohio 


Berger Bros. Co. 
Philadelphia, Pa. 


Burton Co., W. J., Detroit, Mich. 


Clark-Smith Hardware Co., 
Peoria, Il. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Electric Bulbs 


‘Republic Electric Lamp Co., 


Moline, Iti. 


Elevators 


Kimball Bros. Co., 
Council Bluffs, Iowa 


Enamel—tiIron 


Black Silk Stove Polish Works, 
Sterling, Il. 





Fence Gates 


American Steel & Wire Co., 
Chicago, Til. 


Files 


Heller Bros. Co., Newark, N. J. 


Flue—Thimbles 


Sterling Foundry Co. 


Sterling, Illinois 


Flux—Aluminum 


Roesch, Geo. E., Aurora, Ill. 


Freezers—Ice Cream 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Furnace Rings 


Walworth Run Fdy. Co. 
Cleveland, Ohio 


Furnaces—Soldering 


Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 
Burgess Soldering Furnace Co., 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Chas. A., 
Brooklyn, N. Y. 
Quick Meal Stove Co., 
St. Louis, Mo. 
Turner Brass Works, 
Sycamore, IIl. 


Hones Inc., 


Handiles—Boiler 


Berger Bros. Co., 
Philadelphia, Pa. 


Hangers—Eaves Troughs 
Abbott Mfg. Co., Cleveland, Ohio 


Heaters—School Room 
Meyer Furnace Co., 
Peoria, Illinois 


Monroe Foundry & Furnace Co., 
Monroe, Michigan 


Peerless Foundry Co., 
Indianapolis, Ind. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Heaters—Warm Air 
Farris Furnace Co., 
Springfield, Mass. 


Furnace Co., 
Indianapolis, Ind. 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 


Hess-Snyder Co., Massillon, Ohio 
Mahoning Foundry Co., 
Youngstown, 
Manny Heating Supply Co., 
Chicago, Indiana 
May-Fiebeger Furnace Co., 
Newark, Ohio 
Peerless Foundry Co., 
Indianapolis, Ind. 
Rybolt Heater Co., 
Ashland, Ohio 
Schill Bros. Co., Crestline, Ohio 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Tubular Heating & Ventilating 
Co., Philadelphia, Pa. 
XXth Century Heating & Venti- 
lating Co., Akron, Ohio 
Victor Stove Co., Salem, Ohio 


Hall-Neal 


Ohio 


Horse Shoes 


American Steel & Wire Co., 
Chicago, Ill. 


Humidifiers 


Haynes, Kansas City, Mo. 


Jobbers—Hardware 


Bullard & Gormley Co., 
Chicago, II. 


Clark-Smith Hdw. Co., 


Lath—Expanded Metal 


Milwaukee Corrugating Co. 
Milwaukee, Wis. 


Machinery—Culvert 


Bertsch & Co., 
Cambridge City, Ina 


Machines—Crimping 
Bertsch & Co., 
Cambridge City, Ind. 
Niagara Machine & Tool Wks., 
Buffalo, N. y, 


Machines—Razor Blades 


Hyfield Mfg. Co., 
New York, N. Y: 


Machines—Stove Pipe 


Hemp & Co., St. Louis, Mo 


Machines—Tinsmith 
Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 


Chicago, Ill. 
Hemp & Co., St. Louis, Mo. 


Knoedler, Frederick J., 
Philadelphia, Pa. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Mailing Lists 


Ross-Gould, St. Louis, Mo. 


Metals—Perforated 


Harrington & King Perforating 
Co., Chicago, I). 


Miters 


Friedley-Voshardt Co., 
Chicago, Ill. 


Motorcycles 


Arms & Cycle Wks, 
Fitchburg, Mass. 


Johnson's 
Iver, 


Nails—Slating 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Nails—Wire 


American Steel & Wire Co., 
Chicago, Il. 


Ornaments—Sheet Metal 
Friedley-Voshardt Co., 


Chicago, II). 
Patterns—Furnace 
Central Pattern Co., Quincy, Ill. 
Patterns—Machinery 
Central Pattern Co., Quincy, Ill. 
Patterns—Stove 
Central Pattern Co., Quincy, Ill. 


Cleveland Castings Pattern Co., 
Cleveland, Ohio 


Cope-Swift Co., Inc., 
Detroit, Mich. 


Quincy Pattern Co., Quincy, JIl. 


Vedder Pattern Works, 
Troy, N. Y. 


Pipes and Fittings—Furnace 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Howes Co., S. M., Boston, Mass. 


Manny Heating Supply Co., 
Chicago, Indiana 


Meyer & Bro. Co., F., Peoria, Ill. 


Michigan Safety Furnace Pipe 
Co., Detroit, Mich. 


Safety Interlocking Stove Pipe 
Co., Mt. Pleasant, Iowa 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 





Peoria, Ill. 


Detroit, Mich. 
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Pipe and Fittings—Stove 
St. Louis, Mo. 
Howes Co., S. M., Boston, Mass. 
Meyer & Bro. Co., F., Peoria, Ill. 


gan Safety Furnace Pipe 
— Detroit, Mich. 


Hemp & Co., 


Co., 
Safety Interlocking Stove Pipe 
Co., Mt. Pleasant, Iowa 
Sullivan-Geiger Co., 
— Indianapolis, Ind. 
Pipe—Conductor 


er Bros. Co., 
oe Philadelphia, Pa. 


Burton Co., W. J., Detroit, Mich. 


lark-Smith Hdw. Co., 

_ Peoria, IIl. 
riedley-Vesharét Co., 

sa Chicago, Il) 


Hussey & Co., 


G., 
Pittsburgh, Pa. 


Metal, Enamel, 


iron 


Plate Stove Polish Co., 
Chicago, Il. 


Polish—Stove 


Nickel 


Posts—Steel Fence 


Steel & Wire 


American Co 
Chicago, Til. 


Punches 
Bertsch & Co., 
Cambridge City, Ind. 
Niagara Machine & Tool Wks., 
Buffalo, N. Y. 
Tool Co. 
-wene Til. 
Whitney Mfg. Co., W. A., 
Rockford, Ill. 


Whitney Metal 


Ranges—Combination Gas & Coal 


Quick Meal Stove Co., 


St. Louis, Mo. 


Rasps 


Heller Bros. Co., Newark, N. J. 


Register Shields 


Hall-Neal Furnace Co. 


Indianapolis, Ind. 


Registers—Warm Air 
Hart & Cooley Ne 
New Britain, Conn. 


Furnace & Fdy. Co., 
Cleveland. Ohio 


Manny Heating Supply Co., 
Chicago, Indiana 


Rock Island Register Co., 
Rock Isiand, Ill. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, 


Tuttle & Bailey Mfg. C 


Henry 


Mick. 


Chicago, Ill. 


Walworth Run Fdy. 


Co., 
Clev eland, Ohio 


Repairs—Furnace 

Stove & Furnace Repair 
Chicago, Il. 

Hessler Co., H. E.. Syracuse, N. Y. 


Northwestern Stove Repair Co., 
icago, Ill. 


Central 
Co., 


Repairs—Stove & Furnace 


Central Stove & Furnace Repair 
Co., Chicago, IIl. 


Hessler Co., H. E., Syracuse, N. Y. 


Northwestern Stove Repair Co., 
Chicago, Ill. 


Revolvers 


Johnson’s Arms & Cycle Wks., 
Iver, Fitchburg, Mass. 


Rivets—Stove 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Rolls—Forming 


Bertsch .& Co. 
. Cambridge City, Ind. 


Niagara, Machine & Tool Wks., 
Buffalo, N. Y. 


Roof—Flashing : 
Hessler Co., H. E., Syracuse, N. Y. 





Roofing—Iron and Steel 
American Shect & Tin Plate Co., 
Pittsburgh, Pa. 
CBre 
Young-tewn, 
Burton Co., W. J., 


Brier Hill Steel 
Ohio 
Detroit, Mich. 
Cortright Metal Roofing Co., 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
Chicago, ill. 
Milwaukee Corrugating Co., 


Milwaukee, Wis. 
Sykes Co., The, Chicuge, til 
Rubbish Burners 


Hart & Cooley Co., 
New Britain, Conn. 


Rules 
Lufkin Rule Co., Saginaw, Mich 
Sash Balances 
Caldwell Mfg. Co., 
Rochester, N. Y. 
Schools — Sheet Metal Pattern 
Drafting 
St. Louis Technical Institute, 
St. Louis, Mo. 


Screw Drivers 


Bros. Mfg. Co., 
spniladelphia, Pa. 


North 


Screens—Perforated Metal 


Harrington & King Perforating 
Co., Chicago, Ill 


Sheets—Black and Galvanized 
American Sheet & Tin Plate Co. 
Pittsburgh, Pa 


Brier Hill Steel Co., 
Youngstown, 

Frederick J., 
Philadelphia, Pa. 


Chicago, Ill 


Ohte 
Knoedler, 


Sykes Co,, The, 


Sheets—Blue Annealed 
Brier Hill Steel Co., 
Youngstown, Olno 
Sheets—Planished 
Sykes Co., The, Chicago, Il. 


Sheets—Steel 
Ryerson & Sons, Joseph T., 
Chicago, fil. 
Shot guns 


Johnson’s Arms & Cycle Wks., 


iver, Fitchburg, Mass. 
Skylights 
Burton Co., W. J., Detroit, Mich. 


Smoke Pipe 


Heating Supply Co. 
Chicago, Indiana 


Manny 
Snips—Tinsmiths 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Solder—Aluminum 
Roesch, Geo. E., Aurora, Il! 


Soldering—Furnaces 


Ashton Mfg. Co., Newark, N. J. 
Burgess Soldering Furnace Co., 
Columbus, O 


Clayton & Lambert Mfg. C 
Detroit 


Ohio 


0., 
,» Mich. 


Hones, Inc., Chas. 


A., 
Brooklyn, N. Y. 
Quick Meal Stove Cu 
St. Louis, Mo. 


Turner Brass Works, 
Sycamore, IIl. 


Specialties—Hardware 
Caldwell Mfg. Co., 
Rochester, N. Y 
Heller Bros. Co., Newark, N. J. 
Hessler Co., H. E., Syracuse, N. Y 
Hyfield Mfg. Co., New York, N. Y 
Lufkin Rule Co., Saginaw, Mich. 


Statuary 


Friedley-Voshardt Co., 
Chicago, li 


Stock Waterers 


Rock Island Mfg. Co., 
Rock Island, III. 


Sterling Foundry Co 


Sterling, Illinois 


Stoves and Ranges 
Quick Meal Stove Co., 
St. Louis, Mo. 


Schill Bros. Co., Crestline, Ohio 


Stoves—Gasvline and Kerosene 


Quick Meal Stove Co., 
St. Louis, Mo. 


Stove Pipe Reducer 
Sullivan-Geiger Co., 


Indianapolis, Ind, 
Tacks, Staples, Spikes 
American Steel & Wire Co., 
Chicago, lili. 


Tapes 
Lufkin Rule Co., Saginaw, Mich. 


Tiles and Shingles—Mecal 
Burton Co., W. J., Detroit, Mich. 
Cortright Metal Roofing Co., 

Philadelphia, Pa. 
Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Tin—Perferated 


—— & King Ferterating 
Co Chicago, Ill 


Tinplate 


American Sheet & Tin Plate Co. 
Pittsburgh, Pa. 





| 
| 
| 





Knoedler, Frederick J., 
Philadelphia, Pa 
Tools—Carpenters’ 
Lufkin Rule Co., Saginaw, Mich 
North Bros, Mfg. Co., 


Philadelphia, Pa. 


Tools—Sheet Metal 


& Co., 
Cambridge City, Ind 


| Dreis & Krump Mfg. 


Bertsch 


Co., 
Chicago, I: 
| Marshalltown Mfg. Co 
Marshalltown, Iowa 
Niagara Machine & Tool Wks., 
Buffalo, N. Y 
Ryerson & Son, Joseph T., 
Chicago, Iii. 
Viking Shear Co., Erie, Pa. 
Whitney Mfg. Co., W. A., 
Rockford, Ill. 


Tool Co., 
Rockford, Il. 


Whitney Metal 


Tools—Tinsmiths’ 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, lil 
Howes Co., S. M., Boston, Mass. 
Knoedler, Frederick J., 
Philadelphia, Pa. 
Mfg. Co., 
Marshalltown, Iowa 
Niagara Machine & Tool Wks., 
Buffalo, N. Y 
Ryerson & Son, Joseph T., 
Chicago, ll. 
Erie, Pa. 
Tes. de 
Rockford, Ill. 
Whitney Metal Tool Co., 
Rockford, Ill. 


Marshalltown 


Viking Shear Co., 
Whitney Mfg. Co., 


Torches 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 

> Me, 

Brooklyn, N. Y. 


Turner Brass Works, 
Sycamore, Ill 


Hones, Inc., Chas. 


Transit Companies 


r-/Cleveland & Buffalo Transit Co., 


Cleveland, Ohio 





Valves—Humidifiers 
Haynes, Kansas City, Mo. 


Ventilators 
Basman Co., Inc., A. M., 

Detroit, Mich 
Berger Bros. Co., Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Ventilators—Ceiling 
Hart & Cooley Co 
New Britain, Conn. 


Tuttle & Bailey Mfg. Co 
Chicago, lil, 


Vises 
Mfg. Co., 
Philadelphia, Pa. 
Rock Island Mfg. Co., 
Rock Island, Ill. 


North Bros. 


Water Outlets, 


Bracket and Outlet Co., 
Cleveland Heights, ‘Ohio 


Ajax 


Wire 


American Steel & Wire Co 
Chicago, Ill. 


Wood Faces 


Dover Wood Face & Lbr. Co., 
Dover, Ohio 


Wrenches 


Coes Wrench Co., 
Worcester, Mass 
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Charles H. Sabin 


=: president of the Guar- 
antee Trust Company 
of New York, the largest 
trust company in the 
world, says: 


UU 





UU 
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“T believe thoroughl 
in advertising as a od 
ing agent, not only for 
commodities but for 
ideas and services, and 
throughout my business 
career as a banker I 
have made use of it 
with profit and satisfac- 
tion. I believe that ad- 
vertising can be made 
just as useful to a bank 
as to any other institu- 
tion that has something 
to offer to the public, 
and our own experience 
in that field has well 
justified that conclu- 
sion. Moreover, ] be- 
lieve that educational 
and informative adver- 
tising can be made of 
the greatest value to the 
the public, and can fur- 
ther the interests of 
sound economics and 
sound business. Good 
will values created 
through advertising con- 
stitute decided elements 
of credit in a corpora- 
tion’s assets, and such 
=: values will always be 
taken into consideration 
in any judgments we 
form. 
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“At the present time, 
I feel confident that per- 
haps more than ever in 
the history of this coun- 
try sound advertising | 
and publicity can be } 
made to render a great 
public service in inform- 
ing the public on the im- 
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portant questions press- 
ing for decision.” 
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WANTS AND SALES 





BUSINESS CHANCES 








For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part= 
ners, or to exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ- 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.”’ 


BUSINESS CHANCES 








For Sale—Patent No. 1210006 on Safety 
Razor. Outright or royalty. Can be 
made out of a simple wire. Have sam- 
ples of razor. J. H. Schmitt, 202 Cotton- 
wood Street, Emporia, Kansas. 8-3t 





For Sale—PATENT RIGHTS, either 
outright or on royalty basis, on good 
burglar proof lock for garage or stores. 
Patent number 1,290,612, Serial 197,755. 
Address J. Luter, 92 West 33rd Street, 
Bayonne, New Jersey. 8-3t 





For Sale—Plumbing, heating and sheet 
metal shop, in a county seat town. State 
normal schools located here. Population 
about 4,000. About $3,500 will take it 
with building. Last year’s business was 
$10,000. If interested let me _ hear 
from you at. once. Address B-23, 
eare of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 7-3t 





For Sale—One number 12 Royal Char- 
ter Oak base burner at $34.35. One num- 
ber 14 Royal Charter Oak base burner at 
$37.50; made by Charter Oak Stove and 
Range Company. New goods slightly 
shop worn. One number 16 Victor Coral 
base burner, made by Minnesota Stove 
Company, used one season, absolutely 
perfect, at $40.00. Address R. W. Isaacs 
Hardware Company, Clayton, New Mex- 
ico. 8-3t 





For Sale—Three boxes 128 lb. 20x39 
furnace coke tin plate 56 sheets, in first 
class condition. $17.00 per box. C. A. 
Hugo and Son, West Point, Nebraska. om 
i- 





For Sale—600 shop worn mop sticks at 
seven cents each in hundred lots, F. O. 
B. Chicago, or trade for furnace registers. 
Address Chas. Hahn, 5205 Irving Park 
Boulevard, Chicago, Illinois. 6-3t 





For Sale—Hardware and implement 
business. Invoices about $12,000. Annual 
business about $30,000. Located in north 
central Kansas. Good farm and stock 
country. Address Box 97, Formosa, —- 
sas. (- 





Lightning Rods—Big profits and quick 
sales to live dealers selling ‘“‘DIDDIE’S 
UNFVERSAL RODS.” Our copper tests 
99.96% pure. Prices are right—get our 
agency. L. K. Diddie Company, Marsh- 
field, Wisconsin. V78-12-52t 





For Sale—Plumbing, heating and sheet 
metal business. Only one other shop in 
town of 1,500. If interested will give a 
practical man all outside work, furnish- 
ing all materials and tools whereby you 
can average $40.00 or more weekly. Lock 
Box 424, Plano, Illinois. 7-3t 





Business Chance—By enameler, A-i in 
all lines of industry, wishes to communi- 
eate with one who desires to build or 
rebuild enameling plant. Address B-10, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan avenue, Chicago, Illinois. 3-7t 





For Sale—On account of age and health 
I will sell my plumbing and furnace bus- 
iness located in a good town of about 
1,300 in eastern Iowa. Good _ schools 
and churches. Plenty of work. Address 
B-24, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 7-3t 





For Sale—A clean stock of general 
hardware, that invoices about $12,000.00. 
It is located in a small growing town in 
southwest South Dakota. There’s a large 
territory and good crops. Reason for sell- 
ing on account of old age. Good oppor- 
tunity for a good tinner or plumber. Ad- 
dress Box 86, Oelrichs, South a. 





For Sale—An old established hardware 
business and tin shop in the center of 
Hyde Park, doing a thriving business. 
Will sell complete set of tinners’ tools 
separate. Will invoice 80% of present 
prices. A rare chance if taken at once. 
Investigate. J. H. Powers, 1411 East 
Forty-Seventh Street, Chicago, Illinois. 





Foi Sale—Good clean stock of hardware 
and fixtures. Business established since 
1890. Located in Three Rivers. Michi- 
gan. Manufacturing town of six thou- 
sand population. New million dollar pa- 
per mill under construction, insuring fu- 
ture growth of city. Stock and fixtures 
will invoice $4,000. Reason for selling 
wish to close. estate. Reed Hardware 
Company, Three Rivers, Michigan. 7-3t 





For Rent—April 15th, 1921, in St. Paul, 
Minnesota, a store and warehouse on the 
best retail street where a retail and 
wholesale stove and furnace repair bus- 
iness is being carried on and has been 
very successful for over twenty years. 
Location known throughout the entire 
Northwest. An excellent opportunity for 
man wishing to open an establishment 
of this kind. For particulars address E. 
M. & H. F. Ware, St. Paul, Minnesota. | 

8-2t 








HELP WANTED 








Wanted—Plumber and _ fitter. Good 
wages. W. H. Baker, Sidell, Illinois. 7-3t 





Wanted—A number one furnace man. 
Wages $1.00 per hour. Address Herman’s 
Fag Shop, Highland Park, Illinois. —— 
55. -3t 





Wanted at Once—An A-1 combination 
tinner and plumber. Good wages for the 
right man. A. L. Spradling, Hoopeston, 
Illinois. 8-3 





Wanted—First-class sheet metal work- 
er. mostly shop work. Steady job for the 
right man. Write to Ed. Knabe, Rock 
Falls, Illinois. §-3t 


Wanted—tTinners, light and heavy 
sheet metal work. Steady work in well 
equipped factory. Dodge Manufacturing 
Company, Mishawaka, Indiana. 7-3t 








Wanted — Combination plumber and 
tinner. Steady work with chance for ad- 
vancement for the right man. Huron 
Furnace Company, Huron, South Dakota. 





Wanted—Firsi-class sheet metal and 
furnace man, in town cf 6,009. Well 
equipped shop. Steady work the year 
round. Write to Paul Groesche!, Marshall, 
Missouri. 8-3t 





Wanted at Once—Good sheet metal 
worker. General jobbing and furnace 
work. $1.00 per hour—9 hour day. 
Sterling Sheet Metal and Roofing Com- 
pany, Sterling, Colorado. 7-3t 





Wanted at Once—Several good sheet 
metal helpers or young tinners for fac- 
tory work. All year around at good 
wages. G. E. Roberts, Fairway Mfg. 
Company, Sioux City, Iowa. 8-2t 





Wanted—Two good plumbers or com- 
bination men; seventy-five cents an 
hour; have steady work; good town and 
schools; county seat three thousand pop- 
ulation. Write. or wire, McClure, 
Lexington, Nebraska. 6-3t 





Wanted—A good combination man to 
do plumbing, heating and furnace work. 
Prefer man who can estimate jobs. 
Steady the year around. No lost time. 
Wages $45.00 per week. Carl Heinzel- 
man. Midland, Michigan. 7-3t 


Wanted—Sheet metal worker, prin- 
cipally on 14 to 20--gauge sheet steel. 





_ Steady job and chance for advancement 


to the right man. State experience, age 
and wages expected. .Address Lock Box 
A, Painted Post, New York. 7-2t 








HELP WANTED 


ee 
ee 








Wanted—Tinners and furnace men 
Good working conditions in town of 19 ~ 
, 


000. Steady emp.oyment the year 
around. Gocd wages. Address <A E 
Packer, New Philadelphia, Ohio. ” gat 





Wanted—Tinner for factory anc - 
mobile work. Must be good ee 
Steady job for steady man. Address 
B-26, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 8-3t 





Wanted — Foundrymen, tinners 
plumbers to invest small amounts in me 
Akers National Stove and Specialty Man- 
ufacturing Company, soon to build a big 
new plant in Kansas City. Responsible 
jobs in the factory are to be given first 
to stockholders. Address W. T. Tracy 
710 K. C. Life Building, Kansas City’ 
Missouri. 7-2t 


SITUATION WANTED 




















Situation Wanted—In hardware store. 
Am capable, reliable and _ respectable. 
Steady job only. Geo. A. Hanns, Gothen- 
burg, Nebraska. 7-2t 





If you want sheet metal workers get in 
touch with us. No fee charged. Sheet 
Metal Workers Free Service Bureau, 
Room 424, Kasota Building, Minneapolis. 
Mit-nesota. 8-5t 


Situation Wanted—By enameler who is 
thoroughly acquainted with the enamel- 
ing business. Kindly address reply to 
B-11. care AMERICAN ARTISAN AND 
HARDWARE RECORD. 620 South Mich- 
igan Avenue, Chicago, Illinois. 3-Tt 








Situation Wanted—If you require a 
first-class and thoroughly competent 
foreman for your sheet metal shop write 
me and I will furnish you the very best 
references in the country and let them 
vouch for my capabilities in all branches 
of the business. Kindly address B-25, care 
of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 8-3t 





Situation Wanted—By tinner and plum- 
ber. Am 87 years old. single and have 
worked at the trade for the past 22 years. 
I can make any kind of tinware or sheet 
meta) work. Am also an expert on hot 
air furnace heating. Do any and all kinds 
of plumbing and hot water heating and 
main tapping. Can wipe lead _ joints 
Nothing but a steady job the year around 
considered. Get $45.00 per week. State 
wages in first letter. Lee Balie, Parker, 
South Dakota. 7-3t 








TINNERS’ TOOLS 








Wanted—Tinners’ scroll shears. Any 
condition. The Cherry Sign Company, 
527 Shermen Avenue, Springfield, eae 

7-3t 


Wanted—One 30-inch bar folder; one 
small tuner. Must be in good condition. 
Hogan ard Company, 3168 Archer avenue, 
Chicago, Illinois. 7-3t 


For Sale—Complete Outfit in tinners’ 
tools in good condition. Will make big 
sacrifice. Newman Hardware and Stove 
Company, Columbia, Missouri. 7-3t 

For Sale—One 30” Triumph exhaust 
fan, belted, with 6” pulley. Bargain. Will 
exchange for anything I can use. Joe 
Lauth, 411 North Mill Street, Pontiac, 
Illinois. 7-3t 


Wanted—To Buy—A set of second hand 
tinners’ tools, including 8 foot brake. 
Cuddy Plumbing and Heating Company, 
634 South Front Street, Mankato, Min- 
nesota. 7-3t 


BOOKS 


























For Sale—To those who wish to save 
time and money, J. W. Conchar’s PRICE 
MAKER AND PROFIT DETERMINER is 
just the thing you need. This handy 
volume will be of the greatest value to 
you in regulating the list and selling 

rices of any article. The tables In this 

k are arranged to show the sold cost 

and the net profit and the percentage 
that must be added to the actual ware- 
house or store cost to bring the result 
desired. 170 pages. Mlnth. $2.0N. nostore 
prepaid. Address AMERICAN ARTISAN, 
ne a Michigan Boulevard, Chicago, 

inois. 








